


BOOT and SHOE | 


RECORDER 


THE GREAT 


NATIONAL 


ESTABLISHED APRIL ! 
1882 


SHOE WEEKLY 





Vol. LXXIX 


New York, April 24, 1926 





Thirty Million More Pairs 


That Is the Quota for the Year and Men’s Shoes Are Expected 
to Stimulate Extra Demand 


HE outstanding burst of op- 
[san that punctuated the 

national shoe styles confer- 
ences last week was voiced by-John 
C. McKeon, president of the Na- 
tional Boot and Shoe Manufacturers’ 
Association, when he said: 

“Take it all in all, the weak spot 
in our industry today is the men’s 
game. We all have to root for the 
men’s game as well as root for every 
other part of the game. 

“We are entitled, in keeping with 
conditions of 1919, on a compara- 
tive basis and the increase in popu- 
lation, to an increase of 30,000,000 
more pairs per year. I suggest we 
adopt the slogan among ourselves, 
that we must have yearly thirty mil- 
lion pair more. Then I think we 
will all bid fair to be on Easy Street. 
We may not reach that simply by 
proclaiming thirty million pair 
more, but if we aim that high we 


will come nearer to it than if we did 
not aim at all.” 

George M. Spangler, as spokesman 
for the National Shoe Retailers’ 
Association, fell right in line with 
the suggestion and carried on, as 
follows: 

“Let us ‘nail our star’ to a 30,- 
000,000 hope. It is not impossible 
if there be real cooperation. There 
have been, over a period of five 
years, many things accomplished 
which the leaders of the industry 
said were physically impossible. 
They were not accomplished be- 
cause of the McKeons or the Bairds 
individually, but they were accom- 
plished because of the organizations 
which these men represent. And it 
is my plea that if and when another 
call shall go out for this type of 
meeting, that again you will re- 
spond, and respond promptly, and 
take these findings seriously, for 


yg Ege Wat SRR ad Oe fig I ila a a . 
Ee a ee, Co errs :: cites . nc, ee lea 


ote oe pe 


they mean, if they will be applied as 
you see them, to your individual 
businesses, increased pairage sale, 
and that is what we are after—an 
increased pairage sale. 

“We are aiming and striving at 
two things: a decent profit on the 
part of the shoe retailer—and 90 
per cent of them today do not make 
a decent profit; next we are after 
an increased pairage sale. The 
motive of this meeting is to develop 
those ideas that will make it possi- 
ble for you to have this increased 
pairage sale.” 


HE response to J. Dudley 

Smith’s sall for typical smart 
shoes for men to display at the con- 
ference and to serve as a stimulant 
of more style in men’s shoes was so 
great that over two hundred pairs of 
shoes were featured at the conference 
sessions. Long sample tables covered 
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Men’s styles shown at the National Shoe Styles Conference. Left to right—Black calf, wing tip 
oxford on custom last, by Nettleton; black calf oxford of semi-brogue type, by Pinnacle; wing tip, 
tan calf oxford, by Stetson; tan calf, custom last oxford, by Bannister; black calf, custom last ox- 
ford, by J. P. Smith & Co.; gray cloth top, black calf boot, by Stacy-Adams 
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Men’s styles shown at National Shoe St 
medium shade oxford, by John Ward; 


with leather samples, in the whole 
skins, made the display conspicuous, 
and six full sized photographs of 
well dressed men were used as back- 
ground. Never at a styles confer- 
ence was more emphasis placed upon 
men’s shoes, indicating a new spirit 
in men’s shoe service. 

The leaders in discussion of men’s 
shoes at the retailers’ meeting were 
the committeemen who prepared the 
style program. The men sitting in 
on the men’s style conference were 
as follows: 

I. M. Bauer, Sterling Shoe Co., 
Buffalo. 

George Geuting, Geuting’s,. Phila- 
delphia. 

Richard Hoffheimer, Hoffheimer’s, 
Norfolk. 

David S. Hirschler, Hoffheim- 
er’s, Norfolk. 

Charles Fedler, 
Louisville, Ky. 

Irving Howe, Howe’s, Boston. 

Milton Harper, Philadelphia. 

Herbert M. Adler, Adler’s Shoes, 
New York. 

Jesse Adler, Adler’s Shoe Co., New 
York, chairman. 

The committee was of the opinion 
that shoes for summer and fall 
should be dolled up, dogged up and 
jazzed up. 

Chairman Adler has done much to 
stimulate a new interest in men’s 
shoes and is of the opinion that a 
greater turnover can be obtained in 
men’s shoes. He says: 

“This subject of turnover is as 
necessary as your walking into 
Child’s Restaurant. You see the 


Boston Store, 


Men’s styles shown at National Shoe Styles Conference. 


smoked elk, brown trim, rubber sole, by 
by smoked elk and Scotch grath 


and blond calf oxford, Adler; 


es Conference. 
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Left to right—Blond calf oxford, by Edwin Clapp; russia calf, 


i} 
Slack calf oxford, Pall Mall last, by Nettleton; blond calf oxford, by Walk. 
Over; light tan calf oxford, by A. J. Bates; medium tan calf oxford, by Edwin Clapp; broad toe, medium tan calf or. 


ford, by Tri Mark 


cook at the front making buckwheat 
cakes. You can’t eat them and they 
are not done unless she turns them 
over, and your stock must be han- 
dled the same way. Turnover is 
just as important if you want to get 
through and be a success in your 
business. The best rule to use, in 
my estimation, is known as the 
guiding rule of four. You may have 
heard of it before, but it is the most 
successful one to use on your stock. 
In other words, if you have 12,000 
pairs of shoes on hand and you sell 
3000 pairs in one month; three 
thousand is one-fourth of twelve 
thousand; you will get a four times 
turnover. The Harvard Bureau tells 
us that some retailers get a little 
over one per cent and some a little 
over two. We have heard of some 
retailers getting over five times 
turnover. I think that is very diffi- 
cult. If you strive to get three 
times turnover and try to sell at 
least one-third of your stock every 
month, see what a turnover you 
have! 


¢¢ 9 F you take the amount of pairs, 

instead of figuring dollars and 
cents, on hand at the first of every 
month, add it up, divide it by twelve, 
that will give you your average stock. 
Then figure the shoes you sold; di- 
vide it into your average stock, and 
you will get the amount of turnover. 
I met a man some time ago who 
came from Canada, who said he had 
five stores, handling men’s and wo- 
men’s shoes. He said he had done 
$525,000 worth of business and had 
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tan calf trim, crépe sole, by Emerson 


a five times turnover. I said, ‘That’s 
great.’ A little later I said to him, 
‘About what stock do you carry?’ 

“*About $130,000 worth.’ ” 

“I said, ‘What profit do 
make?’ 

“ Disregarding expenses, about 35 
or 40 per cent.’ 

“T said, ‘Forty per cent of $130,000 
is approximately $52,000. You had 
a little over two times turnover’ 
He was figuring the cost of his mer- 
chandise on the selling price. You 
cannot figure that way. If you fig- 
ure dollars and cents you must fig- 
ure the cost of your merchandise 
and the cost of the amount sold, or 


you 


figure in pairs. 


“Another thing: In buying, if you 
want to get profit turnover, if you 
will make a chart covering each 
month from January right down to 
December of approximately what 
number of pairs you should have on 
hand at the first of that month to 
get an average of three times turn- 
over, then you know approximately 
what you sold the previous year; 
figure what increase you should have 
in pairs. At the first of January, if 
you have 4000 pairs of men’s shoes 
on hand and you want to sell about 
one thousand pairs, that will give 
you a three times turnover. Then 
you can buy another thousand pairs 
during the month of January to 
come in during that month, so you 
have four thousand pairs the first of 
the next month. If ordinarily you 
sell 1500 pairs that month, you can 
buy that 500 pairs extra.” 


Left to right—Natural linen with tan calf trim, by Nettleton; 


nd calf, by Diamond; snake skin 


olf shoe with spikes, by Forbush; parchment calf with 
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Doing the Charleston on the beach is easy with these new bathing shoes 


Bathing Shoes—Extra Profits! 


dictum applies 


HIS is a colorful spring, and the gay hues of their one or two- 
fashion’s 


bathing shoes, as well as to the 
other items of the bathing costume 
ensemble. These fair maidens are 
proving that spring has arrived .and 
that summer will soon be here, by 
donning the very latest in bathing 
suit creations. 

The fair bathers, who chose the 
picturesque background of Manhat- 
tan’s Beach rocks, are the models, 
Corrine Sylvae, Virginia Watts, Lola 
Cordova and Ruth Grace. They are 
vieing for first honors. 

It will be noted that their bathing 
shoes are in bright tones to match 


shoes also match their gay caps. 
Rubber shoe men have been hurry- 
ing through “the works” the new 


Even in bathing shoes style plays 
a large part 


{creations in bathing shoes, to accom- 


to piece bathing suits; their bathing .pany the latest in bathing apparel. 


They advise merchants to order 
early. There are bathing shoe fash- 
ions not only for “milady mermaid,” 
but for “dad,” “mother” and the 
“kiddies.””’ Nobady wants to hurt the 
feet nowadays by traversing pebbled 
beaches, barefoot; and, besides, it is 
stylish to wear bathing shoes. 

There is no use in allowing the 
drug stores of your town or city to 
get the monopoly on the bathing shoe 
trade. To show the new bathing 
shoes is to sell them, and they lend 
themselves to artistic display. 
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A System That Takes the Guess 
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Out of Merchandising 


HERE are too many 
stores selling shoes, but 
not enough merchandis- 
ing shoes. Thousands of men 
have gone into the shoe busi- 
ness, believing that almost 
any man could sell shoes. The 
opportunities in scientific shoe 
retailing are in their infancy. 
The young man who will work 
and study can reach almost 
any height in ten or fifteen 
years. 

We attribute what success 
we have made to three 
fundamental reasons. 

First, we knew that we 
could not afford to guess, so 
early in the game we realized 
the need of simple figures that 
would tell us daily of the exact 
financial and physical condi- 
tion of the store. 

Second, through our connec- 
tions with the local and na- 
tional shoe associations, we 
mixed and worked out com- 
mon problems with the bright- 
est minds in the country. We 
have given freely of our time 
to association work and have 
received big material returns 
in the shape of constructive 
thoughts and good fellowship. 

Third, we make a constant 
study of trade papers to keep 
us posted on what the bright 
minds of the industry are 
doing and why. No man can 
afford to let a week slip by 
without a careful study of his 
RECORDER. 

Coming into the shoe busi- 


By N. E. Jacobs 


Jacobs Bros., New Orleans 





“We have given freely of our time in asso- 
ciation work,” says N. E. Jacobs. 
brother, was president of the Walk-Over Deal- 
ers’ Association for three years and president 
of the New Orleans Retail Shoe Division. N. E. 
has been chairman of the New Orleans Retail 
Bureau of the Chamber of Commerce, also head 
of the Shoe Division. He has served the N. S. 
R. A. as a director, as a member of the Execu- 
tive Committee and as second vice-president. 
Both men have served on important committees 
of both local and national organizations. 


I. R., his 


stores in New Orleans doing 
a total business of some twen- 
ty-five times the first year’s 
figures. 

Every shoe that comes into 
the stores follows a definite 
schedule, so let’s follow 
through a shipment. 

The first man to see the 
shoes is the head of the re- 
ceiving room, who carefully 
checks the shipment against 
the duplicate order of the 
manufacturer, paying particu- 
lar attention to the sizes and 
description. Then he makes 
out a stock receipt slip which 
goes to the office. Here this 
information is transferred to 
the: stock sheet of that par- 
ticular shoe for permanent 
record. 

The usual method of check- 
ing sizes in with a perpendicu- 
lar mark and crossing them 
when sold, is used, returns be- 
ing written in, in red ink. 
This size sheet also has space 
for summary at the bottom, 
which tells the dates received, 
number of pairs received, 
pairs sold, pairs on hand; 
also a record of the goods on 
order in the lower right hand 
corner. 

The shoes in the meantime 
are put down in stock, after 
they have been given a par- 
ticular number and _ trans- 
ferred to uniform stock boxes. 
In selling a pair of shoes, the 
salesman writes in the date, 
customer’s name, address, 
stock number of the shoe, size, 








ness, without any previous 
experience, in 1909, the need 
for some sort of a plan that would 
quickly give definite information on 
current conditions was apparent. 
From this necessity a system of 
records has developed that elimi- 
nates all guesswork—a system that 
has grown and expanded with the 
growth of the business; not a com- 
plicated overhead producing affair, 
but one so simplified that it requires 
little time to keep it. 





The first store sold just men’s 
shoes, being located on a side street 
and the first year’s business was 
$23,000. It was started on a bor- 
rowed capital of $8,000 that was 
raised on bank stock and life insur- 
ance policies. The usual discourage- 
ments came, of course, but soon the 
business was well enough estab- 
lished to warrant branching out. 
Today there are three Jacobs Bros. 





retail price, his number, 
amount received, and whether it is 
a send, call or taken purchase. These 
sale slips are checked by the wrapper 
for size and stock number correct- 
ness and by the cashier for price 
and money received. 

Early the next morning all the 
sales tickets are brought to the gen- 
eral office where they are separated 
and checked on a stock sheet. The 
cost price and the key number are 
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also added. Then the sales sheet is 
made up. This gives each salesman’s 
record for the day, lot numbers, 
selling prices and cost, from which 
the day’s summary is made. This 
summary tells the total number of 
pairs sold, the retail price, cost price, 
gross profit, average selling price of 
shoes sold and the percentage of 
profit. 

Then the stock numbers are listed 
on a Sheet for ease in entering once 
q week on another sheet. Monthly 
and yearly comparisons are also 
made from the first sheet as well as 
from the perpetual inventory. 

When a customer returns a pair 
of shoes, a duplicate of the refund 
slip goes along with the sales slip. 
These slips are made out in tripli- 
cate, one for the customer, one for 
the office and a tissue copy that re- 
mains in the credit book. 

The daily sales summary is made 
on a sheet of paper 14 x 18 inches 
and is compiled by a specially made 
Burroughs machine. These sheets 
are punched at one end so that they 
may be bound and filed as permanent 
records. A study of this sales sheet 
shows that it is most compact, easily 
compiled and understood, revealing 
at a glance the daily vital figures. It 
is most interesting, too, in compar- 
ing past records, for the entire his- 
tory of the establishment is recorded 
here. 

A similar daily sheet to this is 
kept for expenses, which tells of the 
outgo, so that this may be watched 
as carefully as the sales. 

The entire sales and stock sys- 


tem of all three stores is kept by one 
young woman who devotes less than 
a half-day’s time to it each day. 

Following are the key numbers 
used in our stores: 


Men’s 
. High Patent 
. High Blacks 
. High Tans 
. Low Patent 
. Low Blacks 
. Low Tans 
. Low Whites 


No. 
No. 
No. 
No. 
No. 
No. 
No. 


Women’s Novelty 
First Floor 


. Low Patents 
. Low Blacks 
. Low Tans 

. Low Whites 


Women’s 2d floor 
Orthopedic Dept. 


. High Patents 
. High Blacks 

. High Tans 

. High Fancy 

. High White 
. Low Patents 
. Low Blacks 

. Low Tans 
No. 28. Low Fancy 
No. 29. Low White 


All women’s lot numbers are over 
1000. 

All men’s lot numbers are under 
1000. 

The key numbers precede the lot 
numbers. 


No. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 
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Sell Yourself to the 
Customer 


There are many angles to the 
problem of establishing customer 
confidence. A merchant in Galves- 
ton, Tex., L. Paskowitz, who has 
built up a good family trade on popu- 
lar priced goods, gives his version. 

“Selling yourself to the customer,” 
he says, “is selling them the store. 
If one can sell himself, the store will 
make the sale. A statement of this 
nature will impress the customer 
that you are sincere: ‘Now, madam, 
I advise that you take this pair of 
shoes. I would not recommend your 
taking them unless I was sure that 
they would fit, please and give you 
service.’ 

“Nine people out of ten will re- 
spond to a sales talk along this line. 
Not only that, but it creates a 
clientele for the salesman who uses 
it, the same time it builds up good 
will and establishes confidence. Af- 
ter contacts of this kind have been 
made, customers seldom raise the 
price question. There are some few 
folks who either cannot afford or do 
not want quality, but who buy on a 
price basis. The best way to make a 
sale to these people is to be frank. 
Sell the article as it is, for if you try 
to talk quality, the customer will in- 
variably walk out. 

“Selling yourself to your trade 
helps to keep the stock down, for in 
buying, certain types of shoes are 
bought for certain types of custom- 
ers. By cataloging these customer 
types, fewer patterns may be car- 
ried. 


Summer Shoes On Straw Hat Day 


Milwaukee Merchants Get Together 


LANS for featuring summer 

shoes on the date set for 

Straw Hat Day were adopted 
at the April meeting of the Milwau- 
kee Shoe Retailers Association. Ac- 
cording to plans discussed at the 
meeting, shoe dealers of the city will 
cooperate with the haberdashers in 
their annual campaign centering 
around Straw Hat Day, as the date 
of June 1 was considered an ideal 
time to start featuring summer foot- 
wear. 

In accordance with their usual cus- 
tom, haberdashers will probably 
present some prominent official of 
the city with a straw hat, and the 


shoe merchants will at the same time 
present him with a pair of summer 
shoes. 

Display cards will be used in shoe 
stores throughout the city featuring 
light colored and light weight shoes, 
and announcing that June 1 is the 
date on which the public should be- 
gin wearing summer styles. The 
date of Straw Hat Day was about the 
middle of May last year, but the 
climate here makes June 1 a more 
satisfactory date. 

Plans for the dinner dance held at 
the Elks’ club, April 21, were also 
discussed at the April meeting of the 
association. This affair was planned 


with the idea of bringing together 
people from all branches of the shoe 
craft. Tickets have been sent to 
local shoe factories as well as the 
Shoe Travelers’ Association so that 
this branch of the industry will be 
well represented as well as the retail 
trade. The entire dining room of 
the new Elks’ club house has been 
secured for the dinner, and if reser- 
vations warrant using additional 
space for dancing, the main floor 
will be turned over to the party, it 
was announced. 

Charles E. Collar, president of the 
association, presided at the April 
meeting. 
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Fixing the Blame 


T last the shoe man appears to be in a fair way 

of getting some statistical information that 
will combat the old query of why a pair of shoes 
should cost $10, when the hide of the animal sup- 
plying the leather was sold for $1 or $1.50. Ata 
conference in Washington this week, at which the 
cattle and agricultural interests met with repre- 
sentatives of the tanning and shoe industries under 
the joint auspices of the Department of Commerce 
and the Department of Agriculture, these points 
were stressed. The conference had for its prime 
object the consideration of methods of eliminating 
waste in the hide and leather industry. Proper 
methods of branding, of taking care of cattle so 
that the grub may be eliminated and other mea- 
sures of like purport were discussed. One thing 
was made plain, however, that much of the cost 


April 24, 1926 


in a pair of shoes results from the tremendous 
waste, estimated at $100,000,000, because of im- 
perfections in hides. This waste can be eliminated 
with the proper cooperation on the part of the 
farmer. Here is a starting point for the shoe mer- 
chant. He can and should tell his farmer custom- 
ers who call attention to the spread between the 
cost of the raw hide and a pair of shoes, that he, 
the farmer or cattle raiser, is largely responsible. 
This is by no means “passing the buck” to the 
farmer. It is a statement of fact that will be 
backed up by figures as the work of this conference 
continues. 

Incidentally, it is most encouraging to know that 
the shoe and leather trades. have begun a joint 
conference with other factors that will make this 
cooperative work reach from the inception of the 
raw material clear through to the consumer. It 
is the application of the “vertical” trust idea to an 
entire industry or group of industries, probably 
for the first time in history. 


Every Shoe Type Salable 


ANY shoe men feel that the orthopedic de- 
partment will have a customer before long 
if higher heels are to become nationally worn, and 
that the next big national move in footwear will be 
forced on the American woman by the abuse that 
she has given to her feet. Other shoe men main- 
tain that feminine feet have become strengthened 
by wearing such a variety of lasts and heights of 
heels, and that all muscles have been exercised so 
that the average young lady can readapt her feet 
to most any footwear as long as it is stylish. 

These interesting developments in the shoe busi- 
ness have been of scarce eight weeks’ experimenta- 
tion. Shoe stores have found that through speed 
of selection and constant attention to distribution 
that every month even those which ordinarily are 
passive in most shoe stores and departments, are 
now real profit months due to style. 

Every section of the country took favorably to 
light shades of kid and these numbers have been 
speedy sellers everywhere, weather notwithstand- 
ing. Naturally the shoes are not of long life and 
women will buy more pairs in 1926 than ever be- 
fore. So much to the good of the trade if it has 
moved its old standard stocks and sold much of its 
plain numbers, for trimmed shoes are coming. 

John McKeon called for a similar diversity of 
shoe making when he said at the styles conference: 

“I want to say a word about form or construc- 
tion. I believe we makers of shoes have done a 
world of good in this industry by putting style on 
the masses. . By the encouragement of 
welts which can be made to look quite as fashion- 
able as turns, is something that is going to produce 
economy in the industry. I hold no brief for welts, 
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or for turns, or for McKays, but I do want to see 
the industry as a whole healthified to an enormous 
extent and everybody busy and everybody wearing 
lots of shoes.” 


More Room for Men’s Toes 


AN is naturally and traditionally a wide- 

toed creature, and the development of wide- 

toed shoes for men is according to nature and tra- 

dition. Wide trousers, with balloon bottoms, are a 
contributing cause. 

Narrow toed shoes for men came with panta- 
loons. When men creased their trousers to a knife 
edge then toes were narrowed even to toothpick 
widths. Some old timers well remember the tooth- 
pick toes. They were as wretched a style as ever 
there was, and they did a tremendous amount of 
damage to the cash reserves of merchants as well 
as the wearers of the shoe. 

Man, starting to plod over the face of the globe, 
put sandals on his feet. Either he gripped the san- 
dal by holding a post, attached to the forepart be- 
tween his great toe and the next toe. Or he passed 
a thong between his toes and over his instep. 
Either way, he developed wide toes, and he kept 
wide toed shoes on his feet for centuries, or until 
pantaloons came into style. 

The recent revival of wide toed shoes came with 
golf and sport oxfords, to be worn with wide golf 
trousers, and this was later supplemented by the 
fashion of wide bottomed long trousers. 

More power to the idea of full toes. Give men 
more toe room and they will walk more. 


Prison Labor Competition 


T will be news to a great many readers of the 

BooT AND SHOE RECORDER to be told that our 
Federal prisons have increased their population 
during the past year by 15 per cent. The actual 
increase for 1925 over 1924 was 850. 

Now Uncle Sam is about to establish a penal 
farm for women in West Virginia, and a first of- 
fender’s prison for men is also planned to be lo- 
cated at Camp Sherman, Chillicothe, Ohio. 

The cost of operating the three Federal prisons 
at Leavenworth, Kan., McNeil Island and Atlanta 
for the fiscal year 1925 was $1,748,000, an increase 
of $200,000 over the cost for 1924. 

This was the direct cost and has nothing to do 
with the “farming out” plans to county and muni- 
cipal jails and State penitentiaries. 

The big outstanding problem with prisoners, 
either in the Federal or State prisons, is what to 
do with the men and women, in the way of employ- 
ment. It is doubly hard to solve this problem be- 
cause of the opposition of industries and of trade 
unions. To illustrate: 
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The shoe industry does not wish for prison com- 
petition; neither do the organized shoe makers; 
so both combine to oppose the making of shoes by 
prison labor. Just now our statesmen are trying 
to solve the problem by indirection. The latest 
scheme is to organize the prisons and jails so 
that the inmates may produce all sorts of goods 
which the Government itself demands. Such, for 
instance, as shoes for the army and navy; saddles 
for the cavalry; tobacco for the army and navy 
men, farm lands for the production of food and 
so on. Just as though our statesmen could fool us 
and themselves! 

At Atlanta prison nearly 3,600,000 yd. of duck- 
ing was produced last year, the value of which was 
$1,665,187. Perhaps some one track mind citizen 
may think that this large production does no econ- 
omic hardship to the duck mills of the nation, but 
any child ought to see that it means 3,600,000 less 
yards for those mills to produce. 

Hardly anything could be worse than forced idle- 
ness in our prisons. The men and women who 
have committed crimes should be made to work, 
and for the most part this is what they wish. It 
would be nothing short of inhumanity to force 
long time prisoners to idleness. It surely would 
never work for the reform of humans so treated. 

What we ought to do, however, is to evolve out 
of this gigantic hypocrisy that many of our 
“smart” statesmen are attempting to impose upon 
the nation. We should have performed, in all Fed- 
eral and State jails, that kind of work best fitted to 
the men and women who are sent to jail. We ought 
to quit trying to flimflam the trades unions and the 
many industries now involved; we ought to be big 
enough and brave enough to do the right thing 
even though it does hurt a few people here and 
there. Suppose you think this over from the 
standpoint of decent treatment and national and 
State economics. 


College of Experience 


ERE is a question for some wise man to 
answer. Is the newer generation of shoe 

men stepping into dad’s shoes and doing as good 
a job of merchandising? Does the youngster want 
to start at the top rather than far down the ladder? 
Theories learned at school may have to be un- 
learned in the actual practice. It is hard on a boy 


to be compelled to give up some of his pet ideas, 
imbibed at school, drilled into his head by some 


professor who never sold a thing at retail in his - 
life. Schools of advertising, schools of salesman- 
ship, correspondence courses, all those are fine, as 
far as they reach. But there is one school that 
has never.failed to produce great men—the school 
of hard knocks and experience. 











THE INQUIRY— 


I would like your opinion as to 

the practicability of putting on a 
style show with live models in the 
store, in a community of our 
type. 
Our building is 100 feet long 
by 27 feet wide. We are located 
in a county seat of 5000, com- 
posed of retired farmers and home 
people, no factories, so we have 
no foreign element to deal with. 
Our store is the old established 
shoe store of the town. We area 
family shoe store carrying every- 
thing in footwear, shoes, rubbers, 
hosiery. Our store draws trade 
from 20 to 30 miles in all direc- 
tions. 

Our idea is to use local girls for 
models, have a runway built down 
the center of the store and put on 
a show afternoon and evening. 
The question is how to advertise 
to get the crowd to make it pay.— 
From a Store in the Middle West. 


THE ANSWER - 


HEN you begin thinking 
about putting on a style 
show, you find that there are 


lots of practical questions to con- 
sider. Some of them are suggested 
here. 

Who shall be the models? Your 
idea of using local girls is right. In 
your section of the country, and in 
your county metropolis, you will 
have no difficulty in finding attrac- 
tive, good looking girls to model for 
you. The greatest difficulty, even in 
cities many times the size of yours, 
is to discover girls who know 
how to stand and walk cor- 
rectly and gracefully. This 
is a most important qualifi- 
cation. Here in Rochester, 
the stores often use local 
girls as models, but employ 
a professional from New 
York to come and instruct 
the local girls regarding 
posture, posing and walk- 
ing. Perhaps you have 
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A new Boot and Shoe Recorder depart- 
ment in which will be found the solu- 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, 
Associate Editor of Merchandising Prac- 


tice 


someone in your city who under- 
stands these matters and can teach 
the girls for you. A dancing teacher 
might do. 

Some shoemen have advised the 
use of a drop curtain which hangs 
down to about two feet or twenty- 
two inches from the floor, and be- 
hind which the models parade along 
the runway. Their reason for this 
opinion is twofold: First, it concen- 
trates the attention of the observers 
upon the shoes and stockings, which 
are the merchandise it is intended 
to display. Second, this scheme 
dodges all difficulties connected with 
the question of matching frocks and 
hats to shoes and stockings. It may 
be said that this scheme also has the 
disadvantages of concealing frocks 
and hats which are always attractive 
to the women in an audience, and of 
screening the countenance and per- 
sonality of the models which may 
contribute very largely to the pleas- 
ure and satisfaction of those who 
witness the style show. 


ITHOUT the curtain and with 

the open runway, the question 
of dress for the models is an impor- 
tant one. It would seem to be abso- 
lutely essential that the type of frock 
and the style of footwear must be 
perfectly adapted to each other. It 
would certainly be incongruous for a 
model to display a sport shoe while 
wearing an evening gown, ora bou- 
doir slipper while wearing a street 
suit, or a street oxford while dressed 
in negligee. These illustrations mere- 
ly suggest the necessity of harmony 
between gown and footwear. To se- 
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cure this harmony might be expen- 
sive, unless some arrangement per- 
haps could be made with other stores 
to loan frocks and hats to be used by 
models on the occasion of your show, 
in return for complimentary ac- 
knowledgments of their courtesy. 

Sometimes the runways are made 
rather too high. They should be 
raised enough to make it possible 
for the spectators to see, but they 
should also be low enough so that 
the shoes are below the line of 
vision. That is, the audience wants 
to look down upon the footwear, for 
that is the way shoes are naturally 
observed. If you build the runway 
lengthwise of your store, will you 
have seats placed facing inward 
toward the runway, or are the seats 
in your store immovablé? It is de- 
sirable that the arrangement be in- 
tended to give the utmost comfort 
to the audience during the exhibit. 

With your intended arrangement 
of the runway, it will no doubt be 
necessary to hang a curtain at the 
rear, either center or at one side, 
behind which the models may retire 
to change footwear and frocks. In 
stores where the runway is placed 
diagonally across the store, the ar- 
rangement sometimes calls for two 
curtained dressing rooms, one at 
either end of the runway. 


NE of the details of management 
of a style show needs to be fre- 
quently emphasized, and that is the 
necessity of silence during the prog- 
ress of the exhibition. In running a 
style show, the planning should be 
so well done and arrangements so 
thoroughly completed that 
everything can proceed 
without noise of conversa- 
tion and _ directions to 
models. 

The display of shoes and 
stockings should be the chief 
aim of the style show in the 
shoe store. During the 
time when the models are 
walking along the runway 
and posing, the audience will 
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want to do nothing but observe the 
fashions and converse about them, 
neighbor with neighbor. But it is 
possible to make the event more 
valuable and more enjoyable, if you 
wish to do so, by introducing one or 
two special features into the pro- 
gram. It would be worth something 
to you as a shoe merchant, and it 
would be something of interest to 
the audience, if you would precede 
the display by the models with a ten- 
minute talk on current seasonal 
footwear fashions. Then the intro- 
duction of music gives pleasure to 
the audience. The people would en- 
joy instrumental music rendered 
before and after the talk and after 
the show is ended. 


BOOT AND SHOE RECORDER 


As for the show itself, you will 
want to display quite a good variety 
of shoe styles. Some merchants 
show only styles which they actually 
carry in stock. Others ask their 
leading manufacturers to send them 
samples of their most fashionable 
and attractive new numbers. You 
may, or may not, want to announce 
the type of shoe as each model ap- 
pears; sometimes this is done, but 
probably oftener not done. But, in 
any event, you will want to run off 
the different items in your program 
at a rate which will keep the people 
interested. Give them enough time 
to see all they want to see and to 
make comments on the different 
styles, but don’t let them feel that 
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things are going too slowly and sit 
wondering when the next girl will 
appear. 

And now, for the advertising of 
the style show. 

This is an event which calls for 
dignified advertising which should 
have the form of a rather formal 
invitation to be the guests of the 
store on this occasion. This should 
be the spirit of the announcement, 
but not the wording. There should 
be about it an atmosphere of cor- 
diality and hospitality. 

You may use a printed invitation 
mailed to the homes of the women 
you want to invite, and with this an 
invitation in the newspapers might 

[CONTINUED ON PAGE 60] 


Setting the Trap for Men 


IRECT advertising designed to 
influence men to think more of 
their shoes is common enough. 

But few ring the bell and make the 
real appeal to men that this one 
does. It is in the form of a small, 
16-page booklet, the cover of which, 
illustrated here, measures only three 
and one-half inches wide by five 
inches high. The booklet is being 
distributed by J. Blach & Sons a 
large department store in Birming- 
ham, Alabama, and the author, as 
explained on the flyleaf is the shoe 
department manager, J. Don Cargill. 
Here is the way it reads: 

How true it is— 

At home, for instance, “It’s the 
place where we are treated the best 
and grumble most.” 

The friends we love best are most 
imposed on. 

—AND OUR SHOES, the most 
used of all our wearing apparel, are 
also the most abused. 

Now, we'll get Personal. Think 
about yourself, and your shoes, you 
will spend an hour shaving, selecting 
the right tie, suit and collar to wear, 
brushing your hair and clothes— 
then slip on your one pair of shoes 
and think yourself dressed up. I 
have, therefore, to inform you that 
you are not, because you are not 
what you might have supposed your- 
self to be, a well dressed man. For 
a well dressed man pays attention to 
even the smallest detail of his attire, 
and 

NEAT, CORRECT SHOES are 
one of the most important details. 
Your shoes even affect your health. 
You will bathe and change sox and 


Here’s Some Bait 
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Are Funny Folks 











Here’s the cover on Mr. Cargill’s 
littie book 


underwear daily. Yet you will wear 
the same pair of shoes day in and 
day out expecting them to keep your 
feet comfortable and well. It can’t 
be done. Your shoes absorb bodily 
excretions that are actually harm- 
ful to the skin and muscles of the 
feet unless they are allowed to “dry 
out” and air out sufficiently. Strong 
comfortable feet are a boon to 
health; and in this, the treatment 
of your shoes reacts on YOU. 
Besides, your shoes need a rest. 
They will last longer—give you more 
days’ wear—if you will lay them 
aside regularly. Worn daily, with- 
out rest, shoes absorb perspiration, 
the deadly enemy of leather. Up- 
pers stretch and crack, insoles crack 


and curl. Two pairs, if worn al- 
ternately, will give you the service 
of three pairs, each worn constant- 
ly until it wears out. The reason 
is plain. When a shoe, properly 
treed, is rested a day, the accumu- 
lated perspiration evaporates. The 
natural oils, which are the life of 
leather, are retained and the result 
is “more miles per dollar” from your 
shoe cost. 

Style, Comfort, Service—these are 
the three things you buy in a pair 
of shoes. Give your shoes a chance 
and they will give you a far greater 
share of all three. 

Two pairs of shoes are the mini- 
mum, for the man who would get the 
most from his shoes. He should 
also have a pair of shoe trees to 
place in the unused shoes to hold 
their shape. Wear one pair of shoes 
one day, change to the other pair the 
next (it is easy to form the habit) 
and you will be surprised at the bet- 
ter appearance and longer wear of 
your shoes—and at the greater com- 
fort of your feet. 


HE really well dressed man, 
though, should own three pairs 
of shoes—two in tan for daily wear, 
and one black for “after six.” If he 
goes in for sports, naturally, a spe- 
cial pair for each form of recreation. 
Light oxfords of patent cordovan or 
black calf for dancing. Hiking shoes 
for walking. Spiked or crepe soles’ 
for golf, and riding boots for horse- 
back. 
That’s the story. For style, health 
and economy, then Look at Your 
Shoes. 
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Always Room for the Small 
Merchant, lfi— 


(In our issue of March 20, we called attention 
to the swarms of new stores, all handling shoes, 
which are springing up over the country, in 
smaller cities and towns, most of them manned 
by men unfitted for their occupation by reason of 
natural inability or by lack of specialized train- 
ing. “Who,” we said at that time, ‘is going to 
pay for this? When the bread and butter busi- 
ness, the real shoe store in the smaller city and 
town, has been destroyed by piratical competition. 
then what? Will service institutions perish? 
There are manufacturers today who are laying 
up for themselves and the great industry a treas- 
ure of calamity, when the time of accounting 
arrives.” The two letters published on this page, 
one from a retail shoe merchant of long ex- 
perience, and one from a successful manufac- 
turer, show what the two big halves of the indus- 
try are thinking about today—Ed. Note). 


What Shall We Do About It? 


READ with a great deal of satisfaction the 

editorial in the March 20 edition of the 
RECORDER headed “Greed in the Saddle” and on 
behalf of the shoe retailers of America who make 
every endeavor to do a legitimate retail shoe 
business I want to congratulate you upon your 
courage in presenting present conditions to the 
attention of the industry. 

It is really too bad that some such stand as this 
was not taken years ago before conditions had 
assumed their present alarming proportions, and 
these bad conditions are indeed prevalent in all 
sections of the country from coast to coast, and 
particularly, as you outline it, in the small towns 
and cities. 

I do hope that even now that your able presen- 
tation of this situation as it is, will focus the 
attention of the leading minds of both the manu- 
facturers’ and retailers’ associations upon the 
real problem which they have which effects the 
active life of many retail organizations in all 
sections of the nation. 

Now that the RECORDER has taken the plunge 
I do most certainly hope that they will follow 
up with other editorials on this subject, and 
they can find plenty of examples to quote where 
conditions are bad and plenty of cities to show 
where the opening up of many “fly-by-night” 

illegitimate shoe stores are sapping the 
life’s blood out of the old-time legitimate 
retail shoe merchants. 
Very truly yours, 
H. E. HAGEN. 





The Manufacturer Says: 


E draw the conclusion that after all the 

small town will continue to be an outlet 
for merchandise if the independent deaier is a 
true merchant. There are many dealers in every 
State in the Union that continue to prosper and 
make money in spite of hard roads, automobiles, 
bus lines and electric service. 

After all, it’s up to the individual dealer to 
demonstrate his fitness to be a merchant and not 
a mere storekeeper or take the road of least re- 
sistence by giving up manual labor and retiring 
to what is considered a life of ease by being a 
so-called merchant or store keeper. 

We know merchants in every part of the United 
States who are making money in season and out 
of season, in good times and bad times, crop 
failure or prosperity because they are merchants 
in the true sense of the word. 

Keeping store is the one business that is re- 
sorted to by people who have failed in every 
other occupation and consequently fully 75 per 
cent of all store keepers are not qualified to be 
classed as merchants, therefore, make a failure 
of their efforts. In the first place, they should 
never have gone into business because they are 
not fitted or prepared for the task. If they have 
any money of their own it’s usually lost in the 
first year or two and then they hang on as long 
as they can by imposing upon manufacturers and 
wholesale dealers. 

There will be an elimination slowly but surely 
and this will continue until the percentage of 
dealers left in business are more fitted for their 
calling. 

There is too much blame attached to the man 
in the retail business when it rightfully belongs 
to the manufacturer and wholesale dealer who 
should discourage and refuse to sell even for cash 
t6 people that are wholly disqualified to enter into 
business. 

This would benefit all parties concerned as in 
the first place it would stop losses for bad debts, 
second, it would stop the selling of merchandise 
in distress, and finally, it would save money that 
is invested in such undertakings. 

After all, it is a problem that cannot be solved 
by resolutions or laws, but is subject to evolu- 
tion and this will finally bring about a better 
class of retail merchants, more care in 
Credit Departments of manufacturers and 
wholesale dealers and less sacrifice of goods. 

(Signed) S. EINSTEIN, Treasurer, 

The Florsheim Shoe Co., Chicago, IIl. 
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Industry Moves to Cut Waste 


Shoe and Leather Trades in Conference with Cattle Interests and 
Government Plan to Save $100,000,000 a Year 


Herbert Hoover 
Secretary of Commerce 


HAT may develop into one 

\Y/ of the biggest movements 

for the betterment of the 
shoe and leather industry and ul- 
timately may result in a saving of 
waste now estimated at $100,000,000 
a year in these trades, was begun 
this week at a conference held in 
Washington, and called under the 
joint auspices of the Department 
of Agriculture and the Department 
of Commerce. Secretaries Jardine 
and Hoover, respective heads of 
these two important Governmental 
divisions both appeared at the con- 
ference and addressed it. 

The conference, had for its main 
idea, the development of a plan of 
education that will materially in- 
crease the production of first grade 
leather in this country. The whole 
subject of imperfections, such as 
zesult from imperfect take-off of 
the hide, brand marks, grubs, etc., 
was thoroughly discussed at the 
conference, which was attended by 
representatives of the shoe, leather, 
hide and skin, packing, dairying 
and agricultural interests. It was 
pointed out that proper education 
can largely reduce the waste of 
leather due to improper branding, 
to briar scratches, grubs, etc. The 
proper classification and marketing 


of hides and skins also was gone 
into at some length and it is prob- 
able that a definite program of ac- 
tion will be formulated within the 
near future. 

The chief fact developed at the 
conference was that a tremendous 
economic waste has developed in 
the production and distribution of 
leather in this country. Figures 
submitted at the conference indi- 
cated that this waste amounts to 
approximately $100,000,000 yearly. 
Most of this is avoidable, if proper 
care is used in the raising of cat- 
tle and in the butchering, as well 
as in the processing of the hides 
and skins. 

It was pointed out that while 
progress had been made in the con- 
version of hides into leather, until 
the industry now is entirely differ- 
ent from that of a decade or two 
ago, there has been no scientific 
progress made in the method of 
rearing cattle for the market or in 
taking off the hides for leather pur- 
poses. 

Secretary Hoover, in his address 
to the conference, stressed the pos- 
sibility of elimination of waste, a 
work in which the Department of 
Commerce has been effectively en- 
gaged in a number of industries for 
several years. Secretary Jardine 
took the subject from the agri- 
cultural side and promised the co- 
operation of his department. 

Among the shoe and leather per- 
sonages present at the conference 
were Fraser M. Moffatt, president 
of the Tanners’ Council; Sylvan 
Barnett, tanner; E. A. Brand, of 
the Tanners’ Council; J. Dudley 
Smith, representing the National 
Boot and Shoe Manufacturers’ As- 
sociation; representatives of the 
Endicott-Johnson Company, and 
others. 

Developments from the confer- 
ence may serve to educate the gen- 
eral public to a realization of the 
spread in price between a raw hide 
and a pair of shoes, a spread that 
has attracted much attention from 
consumers and legislators at vari- 
ous times, and has caused much 
difficulty for the shoe trade, par- 
ticularly. 


William M. Jardine 


Secretary of Agriculture 


The general plan of the confer- 
ence calls for subsequent meetings 


and the development of a _ vast 
amount of statistical information. 
The offices of the Departments of 
Commerce and of Agriculture will 
be used for this purpose and it is 
likely that the trades will be called 
upon to supply the facts and fig- 
ures to form the basis of these 
statistics. 


No Windows but All Styles 
on Display 

Cimo & Gearity down in the far 
end of town in Waco, Texas, have no 
show windows in their shoe store. 
Big double doors that fold way back, 
allow customers to walk right into 
the store. Up front for twelve feet 
on both sides are built in display 
shelves that allow the showing of 
eighty pairs of shoes on a side. This 
lets a person who has walked in, 
examine at close range, all the styles 
of shoes for sale. Mr. Gearity claims 
to have developed the idea from see- 
ing other types of goods displayed 
in a like manner. This method of 
showing shoes might be copied in 
other stores catering to the lower 
priced trade, in a section where the 
doors may be kept open. 
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Here’s a Color Guide for Your 
Window Trimmer 


By F. Aumueller 


of the Cramer-Krasselt Co., Milwaukee 


receive from looking at colorful 

objects such as pictures, flowers, 
fabrics and the like, we are subcon- 
sciously affected in various ways by 
different colors. 

The six primary and secondary 
colors—red, orange, 


|: addition to the enjoyment we 


tivity, fragrance, coquetishness, ten- 
derness. 

Orange—Luscious, succulent, 
warm, cheery, stimulating, appetiz- 
ing, optimistic. 

Cream—Cool, refreshing, restful, 
appetizing, cheering. 


Bright Yellow—Heat, light, ag- 
gressiveness, intensity, power, stri- 
dence, tainted, sickly, vicious, glit- 
tering, cheap. 

Light Green—Cool, appetizing, 
tender, refreshing. 

Brilliant Green — Repellant, in- 
tense, vindictive, 
poisonous, _ envious, 





hating, sick, jealous, 
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and lavender—form a 
complete circle and 
run the gamut of 
emotions. The first 
three are known as 
“warm” colors, caus- 
ing a feeling of un- 
rest, excitement, mo- 
tion. The last three 
are “cold” colors, giv- 
ing the impression of 
calmness, distance 
and coldness. 

Of the warm colors, 
orange is the 
strongest, while blue 
is the coldest color in 
the spectrum. Like- 
wise, the warm colors 
seem to advance to- 
ward the _ beholder, 
standing out boldly, 
while the cold colors 
have the appearance 
of receding into the 
background. This 
principle must be 
borne in mind in de- 
signing color display. 

The list below out- 
lines some of the 
mental _ reactions 
caused by seeing the 
different colors. 

Bright Red—Heat, 
fieriness, tumult, ex- 
citement, boldness, 
danger, vividness, 
virility, strength. 

Dark Red—Pleas- 
ure, warmth, rich- 
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ness, quiet, luxury, Ever since Gloria Swanson specialized on the profile of her pert 


solidity, firmness, se- little nose, artists have been rushing to profile pictures. Most of 
the beauty of present types of shoes is in their beauty of profile. mildness, sedateness, 
The profile pattern emphasizes the quarter, heel, shank and fore- _primness, neutrality, 


dateness. 
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venomous. 

Dark Green—Rest- 
ful, cool, relaxing, 
airy, comfortable, 
lively, spacious. 

Light Blue—Inno- 
cence, daintiness, 
coolness, dependence, 
tenderness, emotions, 
fragility, cheerful- 
ness, childishness. 

Dark Blue—Cold- 
ness, distance, 
haughtiness, infinity, 
depth, mystery, no- 
bility, morality, 
space, heavenly, for- 
mal, intellectual, un- 
sympathetic. 

Lavender — Fra- 
grant, fragile, ten- 
der, rich, tasteful, 
soft, refined, sorrow- 
ful, secluded, 
shadowy. 

Purple — Opulence, 
royalty, exclusive- 
ness, stately, un- 
healthy, unapproach- 
able, decaying. 

Brown—tUtility, so- 
berness, sturdiness, 
mellowness, age, with- 
ered, wholesome, 
tasteful. 

White — Clean- 
liness, purity, cold- 
ness, space, negative- 
ness, feebleness, 
rigidity, emptiness, 
superiority. 

Gray -— Quietness, 
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Pink — Daintiness 
A ‘4 part, whereas, emphasis on the front of the shoe gives opportunity c 
delicacy, _ freshness, for throat effects, big buckles, tongues and the like. softness, age, depend 


We are now 
health, softness, fes- in @ profile period, as well as a color period 


ability, serviceability. 
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held on the west coast is be- 
ing planned by the committee 
in charge of the annual convention 
of the California Shoe Retailers’ 
Association. The dates chosen are 
June 7, 8 and 9. The style show 
will be held in the evening of the 
zecond day at the St. Francis Hotel. 
Circularizing the manufacturers 
likely to be interested in displaying 
their merchandise at this show, the 
Style Shoe Committee, under the 
leadership of Max Streicher, says: 
“As it is the aim and earnest de- 
sire of the Style Show Committee to 
make this style show one of the 
finest ever produced, no effort or 
expense will be spared to produce it 
on an elaborate and dignified scale, 
making it as attractive, artful and 
colorful as is possible to do so. 


B: far the best style show ever 


“TN order that this show may re- 

dound with credit to the shoe 
business, that the greatest amount 
of benefit may be derived out of it by 
both exhibitors and retailers, and 
most particularly that it be eminent- 
ly fair to each exhibitor, so that no 
one manufacturer may be able to 
predominate the show, the following 
rules to govern the style show have 
been adopted and will be rigidly ad- 
hered to: 

“1. Only those manufacturers who 
have made room _ reservations 
through the association and have an 
exhibit or display at the convention 
will be permitted to show shoes on 
the runway. 

“2. The show will be divided into 
three acts. Each manufacturer will 
be required to show three pairs of 
shoes, one pair to each act. This 
we believe to be a_ satisfactory 
method to insure each exhibitor 
equal representation. 

“3. Experienced models are to be 
used and are now being selected. As 
far as is possible the selection of 
models will be confined to those hav- 
ing good size 4B feet, and sizes as 
near 4B as practical. 

“4. Each manufacturer displaying 
will have assigned to him one model, 
who will show his three (3) pairs of 
shoes. 

“5. Models will be assigned to 
manufacturers in the order of re- 
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Practicality the Keynote of 
California Convention 





RUSSELL WILLIAMS 


As president of the Cali- 
fornia Shoe Retailers’ Asso- 
ciation, he is in general 
charge of convention ar- 
rangements 


ceipt of application to display. Com- 
mittee will immediately notify man- 
ufacturer of size shoes worn by 
model. 

“6. Shoes for model must be in the 
hands of the committee by June 1, 
1926. It is desired to have final 
dress rehearsals before convention 
opens. 

“7, The committee will use every 
care and precaution necessary to 
protect the shoes to be worn on the 
runway and will make every effort 
to see that the shoes are returned to 
manufacturers’ representatives im- 
mediately after the show. We do, 
however, desire it to be distinctly 
understood and agreed that we do 
not assume any liability or responsi- 
bility whatsoever against loss or 
damage or safe return of any shoes. 

“8. The charge for showing shoes 
upon the runway will be at $10 per 
pair or a total cost to manufacturer 
of $30 for the three pairs shown. 
This charge of $30 will represent 
the total cost to a manufacturer en- 
tering the style show, as it covers all 
costs, including fee to the model, 
dresses, hosiery, announcement 


catds, etc. Wearing apparel will be 
selected in accordance with style of 
footwear shown. 
“It is desired to make this 
style show an exhibit of practi- 






cal footwear. By this we do not 
mean that you are limited to 
showing plain shoes. Our pur- 
pose is to show shoes that the 
buying public will wear and, of 
course, it is up to the manufac- 
turer or his representative to 
design shoes that will be his 
interpretation of the coming 
vogue. While we desire pretty 
shoes, it will be to the manufac- 
turer’s interest to display the 
best and most salable models in 
his line. 


“T NDOUBTEDLY, there will be 
present at this style show 
buyers from all the Pacific Coast 


‘shoe merchants, and we would urge 


upon you to make your decision as 
to whether you will or will not enter 
this show at once. 

“Be assured that as an exhibitor 
your rights will be fully protected 
and that no one individual manufac- 
turer or exhibitor will be enabled to 
say that some one else derived the 
major benefits of the style show.” 


To Study New England- 
Made Goods 


BosToN.—The New England Coun- 
cil has commenced to study the sale 
in New England of New England- 
made goods in competition with sim- 
ilar goods made elsewhere. The 
committee appointed to make this in- 
vestigation intends to make directly 
available to the industries all in- 
formation gathered. This is the first 
time that New England’s industrial 
problem has been approached in this 
manner. 


Research Committee Personnel 


A. Lincoln Filene, treasurer and 
general manager of -William Filene’s 
Son’s Co., is chairman of the Coun- 
cil’s Research Committee; Sanford 
E. Thompson, president of the en- 
gineering firm of Thompson and 
Lichtner Co., Inc., of this city, will 
have charge of the field work. Among 
the other members of the Research 
Committee of the New England 
Council are: Charles Ault, Ault- 
Williamson Shoe Co., Auburn, Me., 
and Milan A. Dickinson, New Eng- 
land Box Co., Keene, N. H. 
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Nowadays, It’s How You Sell 
That Counts Most 


HE past ten years has 
taught us considerable in 
operating retail shoe 
stores. Methods of buying, sell- 
ing and merchandising have 
changed. Time honored cus- 
toms have gone in the discard. 
Undoubtedly this is due in a 
large measure to the rapid style 
changes, but the condition is 
here and must be met. 

Buying used to be considered 
of paramount importance. Now 
we relegate it to third place, 
putting merchandising and sell- 


By Sid Katz 








Sid, John and Meyer Katz, with Ed. 
Moser, comprise the San Antonio Shoe Co. 
This concern now operates the following 
stores: The K. & M. Shoe Store, Palace 
Shoe Store, Joske Bros.’ shoe department, 
Joske Downstairs Store—all in San An- 
tonio; the Harris Hahlo Downstairs Store 
in Houston; and the Krause Shoe Depart- 
ment in New Orleans. This firm is the 
outgrowth of the K. & M. Shoe Store, 
which started in 1916. 








net profit. Such a course tends, 
too, to make one hold on to 
slow movers longer than is con- 
sistent with good business prac- 
tice. It is bette: to keep the 
stock moving, at some price, 
than to hold it for too long a 
period. Volume of sales, over- 
head, kind of merchandise sold, 
are determining factors in esti- 
mating the correct mark up. 
Selling is more important 
than buying. Most any intelli- 
gent salesman can buy as well 
as I can. The average man in 


ing before it. Our entire stock is shoes up only 30 per cent, when it our employ can work with any con- 
merchandised once a month regu-’ costs them 25 per cent to do busi- scientious salesman from any rep- 
larly, by laying out the entire lines. ness. Then, when the inevitable resentative line and not go very 


Often several light lines are con- mark-downs are taken, there is no far wrong. 


solidated into one line, giv- 


Selling is the whole se- 
cret of success; that is why 





ing a complete run of sizes, 
with a corresponding les- 
sening of odd lots. 

We find it necessary to 
have our stock in such 
shape that we may take ad- 
vantage of special pur- 
chases, when they are of- 
fered. By marking shoes 
bought in this manner at 
regular prices, it will take 
care of the great reductions 
necessary to keep stock 
clean. When a shipment of 
shoes comes in that does 
not look good, they are 
marked at a price that will 
move them rapidly, so a 
shoe that costs $4.25, 
bought to sell for $8.00, 
may be marked $4.85 or 
even $3.95. The aim is to 


SPECIAL PURCHASE 








see that shoes bring an av- 
erage profit of 40 per cent 
on selling prices. Retail 
prices are ‘confined to as 
few as possible, with the 
biggest play at $4.85, $5.85 
and $7.85. The various de- 
partments carry all grades 
shoes, from those retailing 
as low as $1.95 up to the 
I. Miller grades, mostly 
women’s novelty shoes. 


*» SHOE SALE 


—at the K & M 





Featuring 3600 Pairs— 


he ie ore Fe epre 














I devote so much time and 
attention to the building up 
of my salesforce. By work- 
ing close with our men, ad- 
vancing them just as rapid- 
ly as they develop, not 
pushing the slower ones too 
hard, we feel that we get 
the maximum effort out of 
them. Some of our best 
men came to us without any 
previous shoe experience 
and have developed into our 
best workers. 

Future salesmen are pick- 
ed from all walks of life. 
Just now I have my eye on 
a young soda jerker. He 
does not know it yet, but in 
a short while he will be a 
shoe salesman and, unless I 
miss my guess, in a few 
years he will be earning his 
$5,000 as manager of a 
store. A young doctor, who 
got married too young and 
needed the money, started 
in for us and is one of our 
best men. 

Salesmen are encouraged 
to work for P.M.s through 
weekly prizes of $5, $3 and 
$2. One clerk, whose salary 











Many merchants do not 
take a fair markup. They 
fool themselves by marking 


It is the policy of Mr. Katz and his partners to 
show as wide a style variety as possible to catch 
the eye of the woman who “shops around” 


is $25 a week, makes an- 
other $25 in P.M.’s. His 
sales run high every week. 
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Interior of store of D. H. Mason & 


Mass., as it was’ before being 
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Son of Taunton, 
remodeled 


59 





New interior of Mason store, showing the arrangement 
of merchandise under the new stock system 


Four Generations Have Bought 


In This Store 


OUR generations of satisfied 
P essonee in is the record 

of the 75-year-old D. H. Mason 
& Son Walk-Over Boot Shop in 
Taunton, Mass. Great-grandchildren 
of men and women who were 
customers of Daniel H. Ma- 
son when he established his 
retail shoe store in the sec- 
tion of Taunton known as 
Weir Village are today buy- 
ing their footwear in the 
Mason store, which has been 
continued since its founder’s 
death in 1909 by his son, 
Frank P. Mason. 


HE seventy-fifth anni- 

versary of the store was 
fittingly celebrated. In an 
anniversary window trim 
were displayed the lap iron, 
peg cutter and bootjack used 
by the late D. H. Mason 
during his employment as a 
custom shoemaker prior to 
his entrance into the retail 
field. Both advertising and . 
news were used in the local 
press. There is still in the 
possession of*the family the 
original book in which Mr. 
Mason kept his accounts. 
Besides showing sales of 
shoes at prices ranging 


from 50 cents to $1, it shows 
sales of knee boots for $3 a 
Umbrellas, caps, hats, 

and _ handkerchiefs 
In pay- 


pair. 
socks 
were also stocked. 





ment for some of the items it was 
frequently the case that labor or 
wood was taken. In one case ap- 
pears the entry, “Credit John Jones, 
repairing pump, $1.”” Somebody else 


1851—D. H. MASON & SON—1926 
oe "=EVENTY-FIVE YEARS 
: of service. Along and 


honorable record. 

Nearly four generations of Taunton 
people have traded in this store. Honest 
dealing, honest merchandise, and honest 
methods have made from generation to 
generation satisfied customers and what is 
still more worth while, firm friends. 

It is a record of service of which we feel 
justly proud. In this day af questionable 
merchandise, and still more questionable 
business ethics, the old-fashioned standards 
of honesty and above-board dealing are, 
sad to say, far too rare. 

The business policy of D. H. Mason & 
Son, adopted in 1851 and continued all 
through the years---still remains ovr one 
standard. 

To Serve You Honestly. To Sell 
Honest Merchandise at an Honest Price. 

To Make Satisfied Customers, and 
these Customers, Friends. 


AND SO TO KEEP THEM. 


“ee 


lv 


PUSPVED 





Type of advertising used to commemorate the 


75th anniversary of the Mason store 


& 


delivered a load of wood in return 
for shoes. 

The Mason store caters to the en- 
tire family, with shoes for infants, 
children, youths and growing girls, 

: men and women. Walk- 
Overs have been handled 
ever since they have borne 
the trade name of the Geo. 
E. Keith Co. and the Keith 
product which preceded 
them, but which had no 
trademarked name, was also 
sold in the Mason store. It 
is one of the oldest Walk- 
Over stores in the world. 
The volume of business has 
inereased constantly until 
today the store enjoys the 
best trade in the city, which 
is dotted with shoe stores 
throughout the _ business 
center. 


HE late D. H. Mason be- 

lieved in expansion. He 
began in 1844 to learn cus- 
tom shoemaking and on Feb. 
13, 1851, acquired the retail 
store of Benjamin Spinney, 
his employer, in the Weir 
section. Twelve years later, 
in 1863, he bought the Spin- 
ney store in the center of 
the town. In 1895 the firm 
located at its present loca- 
tion, 27 Main Street. Here 
Frank P. Mason became a 
clerk in 1900, upon his 
graduation from Taunton 
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High School. He was soon admitted 
to the firm and in 1909, upon the 
death of his father, he assumed con- 
trol. Various changes of interior 
and exterior have been made in 
keeping step with progress. Today 
the shoes are all kept in Walk-Over 
cartons with yellow fronts in neat 
skelves. Latest display cases con- 
tain some of the more up-to-the- 
minute stock, and fittings are of the 
best. The shop is light and roomy 
and when a customer enters it is 
with the feeling that here is a suc- 
cessful shoe merchant. 

Frank P. Mason is of the type of 
shoe retailer who would rather send 
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2 customer elsewhere than sell him 
an ill-fitted pair of shoes. He is 
sure of the quality of his product 
and he knows if he fits a person sat- 
isfaction is complete. 

Perhaps the best outline of the 
policy of the Mason store may be 
gleaned from the advertisement 
shown here which appeared in the 
Taunton Daily Gazette a few days 
before the anniversary. 

In 1925 the store added a hosiery 
department and is finding this trade 
profitable. In March there was a 
spring opening in Taunton with 
prizes for the various classifications 
of stores. Mason’s won the silver 
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loving cup for the best shoe store 
window. 

First Walk-Overs sold by the 
Taunton store brought $3.50 pez 
pair, as against an average of about 
$8 per pair now. Among prices 
charged from 1851 to 1854 as shown 
by the original records were 58 
cents, 90 cents and 95 cents for 
shoes, 62 cents for slippers, 12 cents 
for repairing shoes, and $3 for cow- 
hide boots. Each week the Boot 
AND SHOE RECORDER is carefully 
perused by Mr. Mason, following the 
custom of his late father, who was 
a subscriber for years. 





Tell-U-How 


[CONTINUED FROM PAGE 53] 


well be extended to the public. In 
the first case, a small double sheet 
of note paper in a baronial envelope 
makes a very noticeable and attrac- 
tive communication. It needs to be 
typographically correct. It needs not 
be expensive. As for the advertise- 
ment in the newspaper, it should 
have an appearance very different 
from the usual appearance of the 
store advertisements. The space 
used does not need to be overwhelm- 
ingly large, but enough space should 
be used to make the announcement 
stand out prominently on the news- 
paper page. Not many words are 
required. A great deal of white 
space in the margins at top, bottom 
and both sides of the text matter 
will make the advertisement look 
dignified and attractive. 

When it comes to writimg the text, 
it is possible that some name other 
than Style Show might have its ad- 
vantages. What do you think of 
calling the event an Exhibition of 
Spring Footwear Fashions i 
On Living Models? Whatever name 
you select, it should appear in some 


display line in the announcement. 
It will be well to play up the idea 
of the local girls as models. Per- 
haps you may even want to mention 
their names. That will probably 
depend on their social connections 
and standing in the community. On 
this point, you will have to trust to 
your own knowledge of the local 
situation. 

A chief point to emphasize in the 
text of your announcement is the 
fact that this event is an authorita- 
tive exhibition of authentic shoe 
fashions, an opportunity to become 
familiar with style tendencies and 
style interpretations in footwear as 
seen in the fashion centers of the 
country. You know that women are 
interested in learning the facts 
about style; that is your reason for 
putting on such an event. Tell 
them so. 

During the time when the show 
is on, it is wise to stop all selling on 
the floor where the show is held. 
For the time being, all thoughts of 
business should be pushed into the 
background of your mind. 





Matching Shoes with Accessories 


PPARENTLY there is no con- 
ceivable limit to which the 
vogue for matching the many other 
dress accessories with shoes may 
go. For some time we have heard 
much of the “ensemble” effect in 
dress, that is, a color and pattern 
harmony through which the hat, 
dress, suit or coat, presents a com- 
plete and harmonious picture. It 


was but a step from this to the 
matching of dress accessories, the 
chief development of which this 
season has been a rather extensive 
vogue for an exact match between 
the hand bag and the shoes. Since 
both of these articles are usually 
made of leather, it has not been dif- 
ficult to obtain a match. 

However, I. Miller & Sons, shoe 


manufacturers, have gone a bit fur- 
ther with this bag and slippers to 
match idea than have most concerns 
in the shoe trade. They are having 
bags made of the same leather in 
exactly the same patterns as their 


shoes. Two examples of this exact 
match are shown in the illustra- 
tion. 

At the Miller store on Fifth Ave- 
nue, a considerable demand for 
these matching slippers and bags 
has been experienced, about 18 sets 
having been sold the first day they 
were shown. In some cases the bags 
are purchased separately, it is re- 
ported, but the majority of women 
are buying both bags and slippers. 
Why not patterns in gloves to 
match the shoes, perhaps a leather 
handle on the parasol and a hat 
decoration, all to match the leather 
and pattern in shoes? 
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BARBOURWELT 


KANSAS CITY 


The cut shows the manner in which 

this well known Kansas City retailer 
features BARBOURWELT and ties 
up his merchandising with our National 


Advertising. 


We would be pleased to send Dealer Helps, Window Display Material and Newspaper Mats upon request 


BARBOUR WELTING COMPANY 


Manufacturers of 


BARBOURWELT 


(PATENTED) 


BROCKTON, MASS. 


When writing to advertisers please mention Boot anp St RECORDER 




















The latest 

t Expression of 

haracter 
Calf Leather 


Fine Shoes 
+ 


Made in the Popular Shades of Tan and Brown 


~BARNET~ 
LYNN 
LEAL oman 
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J.S. BARNET & SONS, INC. nneries LYNN, MASS. 





hen writing to advertisers please mention Boot anp SHog Recorper 
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Maid-Kite 
S; m 


The Ideal Gift 


OTHER’S DAY is recognized through- 

\Y4% out the country as a worthy tribute to 

Siig all Mothers, and affords merchants a 
real opportunity to “cash in” on an idea. 


What could be more appropriate for this occa- 
sion than a pair of dainty “MAID-RITE” 
Leather Slippers? They are not only a prac- 
tical and sensible gift, but the sentimental feel- 
ing attached to them will linger long in the 
memory of the wearer. 





Window posters furnished with 

your order. If you have stock on 

Patent leather with American Beauty Satin hand and want to “cash in” on this 

“Interlock — and rosette. idea, we will gladly furnish you 
Price $2.25 with posters on request. 


Send for Catalog in Color 
Over 100 Styles to Select From 


Flaid- Rite Corporation 


York and Washington Sts. 
BROOKLYN NEW YORK 





* When writing to advertisers please mention Boot ann Suoe Recorver 
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She Haze that Stays 


Tue smartly attired woman of 
today is devoted to prevailing 
modes—but in white shoes for 
summer wear she insists on qual- 
ity with style and beauty. 


Which accounts for the ever- 


increasing popularity of F. 
B. & C. WHITE GLAZED 


KID. 


Shoes made of F.B.& C.WHITE 
GLAZED KID look better and 
conform to all seasonal style re- 
quirements. 


Leading shoe manufacturers are 
capitalizing the popularity of F. 
B. & C. WHITE GLAZED 
KID. It goes into the making 
of their best selling numbers. 


Speciry F. B. & C. Wuitre Guiazep Kip 
WHEN ORDERING FOR SUMMER REQUIREMENTS 


AMALGAMATED LEATHER COS, INc. 
me in White and Colors 


Factories: Wilmington, Del. 
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| FBEC White Gla sed Kid 


| CRAFTSMEN 


When writing to advertisers please mention Boot ann SHOE RECORDER 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 








“Colored Shoes Have Stimulated 


Business” 


“Every Day Is Style Selling Season” 
By “Butterfly Footwear” Bamberger 


APTAIN ARNOLD BAMBERGER, has joined the salesforce of 
C George B. Leavitt Co., Farmington, N. H. From this time on 

Captain Bamberger says that his title is emphatically “Butterfly 
Footwear” Bamberger. His territory is—Pennsylvania, New Jersey, 
Maryland, Delaware and the District of Columbia. “Butterfly” Bam- 
berger, in merry mood, as he comes from Maryland, he says, recently 
called at the RECORDER office and “’fessed up” to thirty years of spe- 
cialization in selling women’s shoes; he has sold, merchandised and 
bought women’s shoes in retail stores; he has sold them in the capacity 
of traveling shoe salesman to merchants in a wide section of the coun- 
try—and to those merchants who have so wished he has acted as mer- 
chandising counsel. He states that he is most anxious that all of his 
customers take advantage of his carefully planned system to prevent 
over-buying. He will be glad to explain this in detail, gratis, to any 
merchant interested. 


A Shoe Buyer and World War “Vet” 


To summarize “Butterfly Foot- 
wear” Bamberger’s shoe and war- 
time experience, it may be interest- 
ing to learn that he started on his 
career as “all-round work boy” in 
one of the retail shoe stores of J. 
Pels & Son, Baltimore; he later be- 
came the manager and buyer for all 
of the five stores of this chain. When 
this concern sold out to Maurice 
Wyman. 

Mr. Bamberger had enjoyed about 
twenty-five years’ of picking good 
sellers in women’s shoes, he then 
joined The Hub of Baltimore as 
buyer. He was with this latter con- 
cern for five years, when the world 
war broke out. Captain Bamberger 
has the distinction of being the 
second man in Maryland to enlist. 
At the age of 39, he joined the 17th 
Infantry as Second Lieutenant and 
was soon sent overseas. Just as 
soon as the “folks higher up” 
learned about Captain Bamberger’s 
shoe business experience, they de- 


Captain Arnold Bamberger, also 

known as “Butterfly Footwear 

Bamberger.” He covers Pennsyl- 

vania, New Jersey, Maryland, 

Delaware and the District of Co- 

lumbia for the Geo. B. Leavitt 
Co. of Farmington, N. H. 


cided that the place for him was in 
the quartermasters’ department and 
he was given charge of the purchase, 
storage and traffic department of 
his sector. He did not return to 
America until October, 1920, staying 
on “Over There” with “The Moppers- 
Up.” 

On his return from serving under 
the colors, he decided to return to 


the shoe business, and chose the line 
of the Lindner Shoe Co.; this con- 
cern was succeeded by the Goodyear 
Shoe Co. of Carlisle, for whom he 
traveled until about January of this 
year. 


“White Kid Going Over Big” 


Captain, or “Butterfly Footwear” 
Bamberger, is highly enthusiastic 
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over his new line. He said so many 
good things about Butterfly Foot- 
wear and its personnel on a recent 
visit to the RECORDER that it would 
take several big pages to cover his 
statements. “The George B. Lea- 
vitt Co’s “Butterfly Footwear” meets 
the discriminating tastes of the 
“smart” woman, for a fashionable 
shoe, at a popular price,” he stated, 
in a recent interview. “White kid 
is going over big; parchment and 
blondes are popular sellers; so are 
colored heels in 19/8 and 20/8 
heights, black patent and satin are 
also coming into the limelight of 
fashion. Merchants who have these 
numbers should not be discouraged 
about their good selling possibil- 
ities.” 

“Colored shoes have been a splen- 
did stimulator to the women’s shoe 
business. Light shades and styleful 
materials and patterns, have been 
the salvation of the footwear trade. 


Don’t Be Discouraged 


“Right here, I want to repeat a 
little conversation I had with a man 
in Washington recently. He said to 
me a day or two after Easter. ‘No, 
I do not want to buy—lIt is all over 
now.’ I said. ‘What is All Over?’ 
The merchant said. ‘Easter.’ It 
was raining that day, the merchant 
was in a discouraged mood. ‘I said: 
‘Didn’t you have a good trade the 
week before Easter, and on the week 
before that?’ The merchant finally 
admitted that he did and that it was 
foolish to think that there would be 
no more good business just because 
it had rained for a day or two.” 


Nine Merchandising Rules 


“Butterfly Footwear” Bamberger’s 
rules to get “more pairs sold right,” 
are as follows: 

1. Every day is shoe style selling 
day. There are no more seasons. 

2. Footwear fashions are as good 
the day after Easter, or any fixed 
date, as on the day they were bought. 

8. Shoes well bought»are good 
sellers until they are all sold. 

4. Do not overload. No reputable 
shoe manufacturer, nor his repre- 
sentatives, want merchants to over- 
buy. I tell my customers how to 
prevent the overbuying from a sys- 
tem that I have as a buyer used for 
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gain this 


‘Shitin g 


USKIDE advertising 

is building business 

for wide awake shoe 
dealers 















VERY experienced shoe dealér real- 

izes the profitable posssibilities in 
the heavy service shoe business. 
workers and hard walkers spend the 
most money for shoes. 

Folks who are hard on shoes have 
found a real answer to their shoe ex- 
penses in shoes soled with USKIDE. 
Shoe dealers who carry USKIDE soled 
numbers are building up substantial re- 
peat business. 





1790 Broadway 


Boston Chicago 


USKIDE 


RES.U.8.PAT OFF. 


Soles 





Here is one of the ad- 
vertisements featur- 
ing USKIDE Soled 
Shoes, which will be 
read by millions of 
shoe-wearers all over 
the country this Spring 











Take advantage of this widespread 
newspaper advertising campaign this 
Spring on USKIDE—and USKIDE 
Soled Shoes. When the hard workers 
and hard walkers are reading about 
“the Wonder Sole for Wear’—then is 
the time to establish your store as head- 
quarters for USKIDE Soled Shoes. Also, 
“U.S.” Spring-Step Heels are gaining pop- 
ularity everyday as “the better heel to 
walk on.” Specify them on your orders. 


United States @ Rubber Company 


TRADE MARK 


New York 


Sole and Heel Stocks in our following Branches: 
ew Orleans os York 


*Cincinnati St.Louis Pittsburgh 


Los Angeles San Francisco 


*Stock for shoe manufacturers only 


Specify Shoes Equipped with 


ont SPRING: 


RING “STE 
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Burton L. Wales, sales and ad- 

vertising manager of M. N. Ar- 

nold Shoe -,. North Abington, 
ass. 


twenty years. It works with a $500 
stock, as well as with a $500,000 
stock. 

5. Shoe stock should be turned 
four times. It is easy to do this 
with the right kind of a buying sys- 
tem. 

6. The value of the human element 
in business cannot be over estimated. 
This is the way the individual, shoe 
store can win out over the chain 
store. The head of the greatest de- 
partment store in England—The 
House of Selfridge—recently visited 
America’s big department stores, to 
study further the human element 
factor in winning customers. In 
greeting folks who come into the 
store, it is a great asset if the sales- 
man or manager can greet each one 
by name, 

7. Remember that you cannot con- 
duct the shoe business today as it 
was possible a quarter of a century 
ago. Talk style all the while, if you 
would win. 

8. If January and February were 
dull months, March and April were 
good months, and there are still 
eight months left for the best shoe 
business ever. 

9. Don’t get discouraged. A bad 
beginning oft makes a good ending. 


M. N. Arnold Holds 
Sales **Meet’’ 


A four days’ sales convention was 
recently held at the M. N. Arnold 
Shoe Co.’s factory at North Abing- 
ton, Mass. This convention was at- 
tended by salesmen covering the 
Eastern part of the country. Prior 
to this get together, a convention 
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was held in Kansas City, Mo. This 
was attended by the salesmen cov- 
ering the Pacific Coast, the Dakotas, 
Minnesota, Wisconsin, Nebraska, 
Iowa, Illinois, Michigan, Kansas, 
Missouri, Oklahoma, Arkansas and 
Texas. B.L. Wales, sales and adver- 
tising manager, was in charge. 

In the South a convention was at- 
tended by salesmen covering Vir- 
ginia, North Carolina, South Caro- 
lina, Georgia, Florida and other 
Southern States, W. Percy Arnold, 
president and treasurer, was in 


charge. 
Interesting Talks 


Malcolm P. Arnold, explained in 
detail the constant development and 
improvement of the Glove Grip fea- 
ture. The important features of ad- 


Robert W. Davis, who covers 
Greater Boston, Lawrence, Haver- 
hill and Newburyport, Mass., ud 
the Dover Shoe Co. Dover, N 


vertising and marketing, were given 
in detail by B. L. Wales, who stressed 
the company’s extensive national ad- 
vertising campaign. 

At the factory convention at 
North Abington, there were trade 
talks by executives and department 
heads, also by Malcolm P. Arnold, 
vice-president and superintendent; 
B. L. Wales, manager of sales and ad- 
vertising; S. J. Andrews, office man- 
ager, sales promotion and stock de- 
partment manager; E. S. Strout, 
credit manager; A. G. Sherman, pro- 
duction, and Amy L. Glidden, pur- 
chasing. 

Prizes Awarded 


Cash prizes for quota contests 
were awarded as follows: Season’s 
quota contest and 100 per cent club, 
W. L. Goodwillie, Los Angeles; L. 
L. Fitch, Kansas City, Mo.; Novem- 
ber quota contest, F. G. Deitsch, 
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Parkersburg, W. Va.; January quota 
contest, R. P. Jones, Detroit; Feb- 
ruary quota contest, L. L. Fitch, 
Kansas City. 


“Line-Up” of Salesmen 


The Glove Grip salesmen’s roster 
is as follows: W. J. Lovejoy, New 
England; A. V. Rooney, New York 
City; E. S. Bearce, Pennsylvania 
and New York; W. H. Lilley, Vir- 
ginia, North Carolina, South Caro- 
lina; James Edson, Georgia and 
Florida; F. G. Deitsch, West Vir- 
ginia, Kentucky and Tennessee; C. 
A. Gilday, Jr., Illinois and Wiscon- 
sin; R. P. Jones, Michigan and In- 
diana; W. M. Walker, Ohio and large 
cities South; D. L. Kendrick, Minne- 
sota, North Dakota and Montana; 
L. L. Fitch, South Dakota, Iowa,’ 
Nebraska; T. G. Fitch, Missouri, 
Kansas, Oklahoma and Texas; C. 
N. Fitch, Kansas, Oklahoma and 
Texas; W. L. Goodwillie, Pacific 
Coast and Mountain States. 


Davis with Dover Shoe Co. 


R. W. Davis represents the Dover 
Shoe Co. of Dover, N. H., in Greater 
Boston, Lawrence, Haverhill and 
Newburyport, Mass. Mr. Davis is 
a popular member of the shoe trade. 
He has a wide acquaintance with 
merchants in his territory. For 
about 18 years, he specialized on the 
shoe business at the wholesale shoe 
house of Parker-Holmes Co., Boston; 
later, for about eight years, he was 
with Hutehinson-Winch Co. 

Mr. Davis knows the shoe business 
from A to Z. He started with Par- 
ker-Holmes Co. when he was a boy 
with the idea of “Making good in 
shoedom.” This he has accomplished. 


Oliver A. Pope, who covers the 
shoes factories of New England 
for the Meade Rubber Co. 
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A swagger model fashioned on our new Baby 
Balloon last. See it in Yellowstone Calf or 
Scotch Grain. Typical of Taylor. 
E take pleasure in announcing the appointment of Mr. W. O. Foss as our 
Resident Manager in New York City. Mr. Foss will make his headquarters 
' in the Marbridge Building, Room 906, where he will be glad to welcome his many 
friends in the trade. 





For Young Men of All Ages 


TAYLOR SHOE COMPANY 
Factory at Brockton, Mass. 
Sales Office—210 Lincoln St., Boston 
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Gordon Goldsmith. He covers 
Pennsylvania, Southern New Jer- 
sey, Delaware, Maryland, District 
of Columbia, Virginia, West Vir- 
ginia, North Carolina and four 
cities of Ohio and Kentucky for 
Thomas & Co. and A. M. Legg 
Shoe Co. 


His many friends wish him “the best 
o’ luck” with the Dover line. 


Gordon Goldsmith Concen- 


trates Territory 


Partly because of the growth of 
his business in territory near his 
home in Baltimore, and partly be- 
cause he wishes to be with his 
family more, Gordon Goldsmith has 
changed his territory, eliminating 
those stations farthest south. He 
now covers Pennsylvania, Southern 
New Jersey, Delaware, Maryland, 
District of Columbia, Virginia, West 
Virginia, North Carolina, and four 
cities of Ohio and Kentucky. He 
will continue to carry “Jack-O-Lan- 
tern” play shoes, made by Thomas 
& Co. of Brooklyn, and the “Arch- 
Shu” line, made by A. M. Legg Shoe 
Co. of Pontiac, Il. 


Fond Good-Bye to Far South 


Mr. Goldsmith states that it will 
be a real sacrifice for him not to 
call on many of his friends in the 
Far South, where, for more than 20 
years, he has been the recipient of 
much appreciated kindness. He had 
intended to write to each of these 
good customers in that territory, 
but the work of organizing new ter- 
ritory, together with time taken by 
personal matters, have rendered it 
impossible. Mr. Goldsmith states 
that he very much regrets this and 
is, therefore, notifying his good 
friends “way down in Dixie” 
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through the Shoe Traveler pages of 
the RECORDER. 


“Billy” Cohn with 
Edmonds 


William Cohn, or, as so many of 
his good friends in the trade cail 
him, “Billy” Cohn, is entering his 
forty-first year on the road. He is 
growing younger all the time and 
“rolling up” big sales records for the 
Edmonds Shoe Co., as the firm’s 
weekly letter to salesmen shows. 
Billy joined the Edmonds salesforce 
on Dec. 8 last. He formerly traveled 
for Harsh & Chapline Shoe Co. 

“Billy” says that from all indica- 
tions, 1926 will be a very prosperous 
year. He states that merchants are 





EDMONDS 
FOOT FITTER 
Ambassador 


NO.CAROLINA, DIST OF COLUMBIA, 
MARYLAND AND DELAWARE—— 


in a more encouraging business 
mood. He says that he attributes his 
volume business to the fine line of 
merchandise which the Edmonds 
Shoe Co. is making. He states that 
trade in the section of the country 
he travels is showing an enormous 
increase. ‘‘Men’s shoes are going 
to be sold in a large way,” writes 
Mr. Cohn; “in fact, in my opinion, 
it’s going to be a wonderful year, 
as stocks are low and merchants are 
in a receptive attitude, if approached 
in the right way. 


Honest Work of Salesmen Count 


“A salesman who will give his em- 
ployers honest work is bound to 
‘bring home the bacon.’ The main 
trouble in selling shoes on the road 
has been, to my mind, that the aver- 
age salesman is too easily pleased 
with himself. He is prone to loaf 
too much on the job and spend too 
much of his time with fellow sales- 
men in hotel lobbies. 

“These salesmen sell goods to one 









another instead of to the retail shoe 
merchants. I am reminded of a 
story of a new salesman who trav- 
eled for the same house I formerly 
represented. This salesman had a 
fine personality. Every salesman in 
the house thought that he was a 
sure winner and expected big things 
of him. We all started out together 
on a fall trip and in about four 
weeks I found that the above-men- 
tioned salesman had been dropped 
from the salesforce. On my return 
to the factory, I asked one of the 
heads of the house what had become 
of the man. The manufacturer re- 
plied, ‘Billy, this fellow sold all of 
his goods in the house and when he 
got out on the road he did not have 
any left to sell,’” 


Slagel with Selby 


M. Howard Slagel has joined the 
salesforce of the Selby Shoe Co. He 
will travel Wisconsin and the Upper 
Peninsula of Michigan for this 
house. He has succeeded R. L. Lloyd 
in this territory. Mr. Slagel has had 
a wide experience in merchandising 
the Arch Preserver line. He was 
formerly connected with the Home 
Shoe Co. of Everett, Washington, 
for the past five years, and before 
that he was for over 15 years, man- 
ager and part owner of the Nelson 
Shoe Co. of Phoenix, Arizona. His 
acquaintance with the Selby Arch 
Preserver line covers about ten 
years. He, therefore, knows how to 
get more pairs of this line sold right 
both to the merchant and by the 
merchant to the public. 





M. Howard Slagel, who covers 
W'sconsin and the Upper Penin- 
sula of Michigan _ The Selby 


Shoe Co. 








Aca ten en tiene 


are 


a tS onto tien lag 





70 BOOT AND SHOE RECORDER April 24, 1926 F 





Sra nny ni menage ctnaggnny 
Sea nate matte 





a a 


Bay Tr renee” 7 OE PMY VSR Tre eS 





= AS bet 4 | 





~~ ae B£B BA A TR of wt SA pee 


en 





= - ara ote OG O82 2 sete 


The Recorder’s Service experts have just completed the details for one of the most efficient and 
simple methods of Stock Record keeping ever developed. 


This new book will enable any merchant to keep accurate records of his stock at all times: Rec- 
ords that will make it possible for you to buy and sell better. 


The book will be printed on a cooperative basis in order that we may be able to keep the cost as 
ato _ possible. In order to make the $4.00 price the first printing must be for not less than 400 








Check for $4.00 must accompany the order for the book and you have the Recorder’s assurance that 
should the necessary minimum not be reached within the next sixty days that your original check 
will be returned to you. 


Order today. The book is a loose leaf book with a fine board cover and will contain a sufficient 
supply of sheets for the average store and a supply of inventory pads. 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 









Dressing Your Windows With 


sketched a hammock and set of 

golf sticks used in connection 
with a shoe trim for White Shoe 
Day. Such accessories as these lend 
atmosphere to a display and have 
marked attention value. 

It would by no means hurt your 
business if the local furniture man 
were to show a similar hammock in 
his window at the same time, and 
the sporting goods dealer a similar 
set of golf sticks in his. The tie-up 
would give them some very good ad- 
vertising—would make it well worth 
while for them to loan you the 


I: the article following this is 


off the footwear. Particularly is 
this true of the women’s lines where 
color is such a prime factor. Show 
that you have shoes and hose in per- 
fect harmony with the prevailing 
cut and color of dresses, hats, etc. 
The same idea is good for men’s 
shoes. In small space you can show 
a complete outfit—suit, hat, shirt, 
tie, etc., arranged so that the shoes 
and sox that go with them receive 
due attention. They could all be 
draped over a chair or stand, or in 
some instances the cooperating 
merchant may even furnish a wax 
mode!. 


things you request for your 
own display. 

Naturally this same basic 
idea can be carried out in the 
use of other types of furniture 
and other recreation needs that 
can be used from time to time 
in dressing up the shoe win- 
dow, linking your merchandise 
with the enjoyments or occa- 
sions that call for its purchase. 


OR instance, a large tire 

can effectively be used as a 
center piece in an inexpensive 
setting for outing footwear. 
Other items that will serve well 
in this connection are a set of 
oars, a small boat motor, a set 
of fishing tackle, a small tent, 
a tennis racket and ball, a 
baseball and bat, a golf tee and 
ball with a pair of golf shoes 
set nearby in position for a 
stance, and so on. 

Remember, though, that these 
things are merely symbols. 
Don’t try to use them all at 
once. Rather, use no more 
than enough to attract the eye 
and direct attention to the 
shoes. 

Wearing apparel may well 
be included in the non-competi- 


tive merchandise used to set 


RECORDER MERCHANDISING 
CALENDAR FOR MAY 


May 1-8 

Throw the spotlight on children’s shoes 
in your ads and window trims. ember 
that May 1 is Child Health Day. Also it 
is May Day. There’s no time to lose in 
preparing suitable displays for the occasion. 
Another day to take notice of now is Moth- 
er’s Day, Sunday, the ninth. Mother should 
be remembered on this day with practical 
tributes that will contribute to her com- 
fort and not Bc | fade as do the flowers 
of the day. Haven’t you something to sug- 
gest to the public along this line? 


May 10-15 


This week also has its “Day.” Satur- 


day, the fifteenth, is White Shoe Day. Some 


display ideas appropriate for White Shoe 
Day are offe on a subsequent page in 
this Shoe Store Service Section. 
May 17-22 

That July pereneny will look better if 
you begin preparing for it now. Though 
the season came in a bit late, you should 
be able by now to point out to your clerks 
the shoes that will be dropped, and take the 
necessary steps to dispose of them in May 

e. 


and Jun 
May. 24-31 
Arrange a suitable Decoration Day set- 
ting for your windows. An idea for this is 
sketched in this section. Devote some win- 
dow and advertising space to Shoes for the 
occasion. 





| Borrowed “Props” 


Sometimes single pieces of furn:- 
ture and a drape or two suggesting 
a boudoir, dining room or parlor 
will add materially to a showing of 
footwear for the occasions indicated. 

You will be as well equipped as is 
the department store to carry out 
ideas of this sort in your win- 
dows if your business neighbors are 
friendly and can see that your win- 
dows used in this way are good ad- 
vertising space for them. 

But the advantage to you doesn’t 
stop there. Your shoes also can be 
shown in their windows to mutual 
benefit. By showing some complete 

outfits, including items that 
~ they do not sell, the cloak 
store, the milliner, the haber- 
dasher, the clothier, the hatter, 
may greatly enhance the ap- 
peal of their own merchandise. 


ACH store that cooperates 

will be able to refer some 
customers to the others. Pos- 
sibly each would consent to use 
small cards in their windows 
crediting others for merchan- 
dise furnished. Possibly you 
think that the furniture man 
would not get enough out of it 
to warrant his cooperation on 
the basis of mutual benefit. 
Likely it is a better proposition 
for the others than for him; yet 
you and the others can do him 
a lot of good, too. In his own 
windows he can show ward- 
robes, -trunks, cedar chests, 
etc., with far more telling 
effect if they are “dressed up” 
with pretty apparel items of 
the very latest style. 

The closer the _ specialty 
stores of your trading com- 
munity work together, the bet- 
ter for all concerned. Anything 
that stimulates the purchasing 
habits of the community helps 
every merchant in the town. 
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e American Interlocking Shoe Store Chairs 





Shoe Department Plymouth Clothing Co., St. Joseph, Missourj 


30% More Seating Capacity 


with Modern Shoe Store Chairs 


the leg of an old-fashioned chair. And these 
are the facts: Where 20 old-fashioned chairs 
fill the space to the left—26 American 
Interlocking Shoe Store Chairs fill the same 
area to the right. 30% more seating capacity 
—room to handle 30% more customers, with 
American Interlocking Shoe Store Chairs. 


ROGRESSIVE shoe merchants will 

find a vital fact illustrated in the shoe 
department of the Plymouth Clothing Co., 
Please note that the right 
side of the photograph pictures American 
Interlocking Shoe Store Chairs. On the 
left, just behind the radiator, you will see 


—o-— 


St. Joseph, Mo. 


And More! 


There are other advantages in the 
use of this modern shoe store equip- 
ment. Advantages which mean to you 
a finer store—a better grade of cus- 
tomer—a prestige that always comes 
to progressive, prosperous -looking 
stores, For American Interlocking 
Shoe Store Chairs are more comfort- 
able for customers—and infinitely 
more attractive. 


American Seating Company 


1016 Lytton Building 


BRANCH OFFICES—NEW YORK, Room 601, 119 W. 40th St. 
BOSTON, Reom 302, 69 Canal St. 


These great 
features 


Greater seating capacity— 
chairs interlock. 

Greater comfort for your 
customers. 

Greater durability — these 
chairs are guaranteed 
against breakage. 

Greater economy in cost. 
15 years of experience to 
serve and assist you. 











Illustrating 
No. 4001 
sqhbeie: up ae 


Channeled wood 
panels from solid 
ann b Se 42 

unds. Mahogany 
—- Walnutfinish. 
Also white stock 
finished, any color, 
upholstered to 
order, 


Free Booklet 


For 16 years we have madea specialty 
of Shoe Store Chairs. Have equipped 
leadingstores from coast to coast. Our 
designers and draftsmen will suggest 
free of charge, and with no obligation 
on your part,an arrangement of chairs 
most suitable for your specific require- 
ment. Write us about this service— 
and ask for our frec illustrated book- 
let “The Shoe Store Beautiful.” 





Chicago, Illinois 


PHILADELPHIA, Room 703, 1211 Chestnut St. 
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May Displays Should Be Full 


of Human Interest 


forth May flowers so do April 


Je as April showers bring 


displays make May beautiful - 


with busy days. But if the flowers 
of May are to be of any great value 
they must be cultivated continuously 
—and so, too, if the busy days of 
May are to be really important to 
the shoe merchant the displays must 
be kept constantly up to a high stand- 
ard of human interest for the public. 

In May the shoe merchant has an 
easier time in making his displays 
interesting to the people of his com- 
munity than in most other months. 
There are so many interesting events 
taking place during the month that 
it is almost impossible to tie up with 
all of them by means of the display 
window. 

May starts off with May Day. To 
many, May Day is but a memory. 
They have to be reminded of the May 
Day pole dance of our ancestors be- 
cause they are dancing to another 
tune these days. Many are moving 
from one domicile to another and 


By A. E. Edgar 


are apt to forget unless their mem- 
ories are stirred by a fitting refer- 
ence to old time festivities. This 
year May Day should be more than 
a memory to Americans. It should 
be a day of opportunity filled with 
visions of a future greatness. May 
Day is Child Health Day. 

The shoe merchant handling chil- 
dren’s shoes should tie up with this 
great movement. The future of the 
country depends upon the steps taken 
by the children of today. A healthy 
mind depends upon healthy feet. Dis- 
plays of children’s footwear should 
be made in such a way that the pub- 
lic is impressed with the progress of 
the craft in the manufacture of foot- 
wear that aids health instead of 
destroying it. 


HERE is much more to a child’s 
shoe today than mere wear, or 
even style. Shoes that fit properly 
and strengthen the muscles of the 
growing foot are of vastly greater 
importance than wear and style, but 


all three in one may be had. These 
things should be featured in the dis- 
plays for the benefit of the parents. 
To interest the youngsters the 
displays should feature childish 
thoughts and ambitions. Add a few 
toys to the displays of footwear, in- 
clude a few cut-outs of animals that 
awe and amuse the child. Have the 
decorations bring out some Mother 
Goose or fairy tale. Interest the 
children and the parents are bound 
to have the displays brought to their 
notice. 


OTHER’S DAY should be more 

than a sentimental thought. 

The shoe merchant can tie up with 
this event in many little ways that 
will bring him additional business, as 
well as build up good will that will 
result in business in the future. A 
Mother’s Day display should feature 
footwear for mother. A few years 
ago this would mean a display of 
“comfort shoes,” but today it means 
a display of all that is most beautiful 
in shoemaking. The mother of 

today is as young as her chil- 





dren. But, nevertheless, the 












































window display should feature 
the old-fashioned mother with 
grey hair and beautiful ex- 
pression. A picture of this 

















kind placed prominently in 












































the display together with 
show cards extolling her vir- 
tues and intimating the pleas- 
ure a gift of footwear will 
give her is bound to be worth 
while. 

White Shoe Day is May 15. 
There may be shoe merchants 
who will question the wisdom 
of holding White Shoe Day so 
early in the season. Let us 
forget our own inclinations in 
the matter for the good of 











Fig. 1—This setting is suit- 

able both for Mother’s Day and 

for Decoration Day, with some 

simple changes as explained in 
this article 
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each other. If the shoe merchants 
of America say in their advertising 
and in their window displays that 
May 15 is White Shoe Day the peo- 
ple of America will accept the dictum 
and respond to the call. By all means 
make a display of white footwear 
at this time. 


ECORATION Day is another 

event of more than passing 
value to the shoe merchant. It is a 
public holiday and all public holi- 
days mean that a certain number of 
pairs of shoes are purchased for the 
occasion. Coming as it does at the 
close of the spring season and the 
opening of summer, Decoration Day 
is a good time to emphasize new 
footwear. 

Decoration Day should be fittingly 
observed in window displays. It is 
not merely enough to advise the peo- 
ple to purchase new shoes for Dec- 
oration Day. It is the privilege and 
duty of every true American to do 
what he can to manifest his own 
patriotism on this day, and to show 
reverence to the nation’s heroes. In 
Fig. 1, an appropriate setting is sug- 
gested. 

A disc is cut out of wall board. 
It is decorated with a wreath and a 
gold star, emblems of our memorial. 





Fig. 83—A sport shoe display idea that 
is very easy to carry out. Cooperate 
with the local furniture and sporting 
goods a. Th will lend you the 

inci; “or ud? ter this trim, and 
enefit by é. "aie they can use some 
of your merchandise as “atmosphere” 

sometimes 





of the departed soldier, requiring 
only the addition of a few flags to 
complete a fitting memorial for use 
on this occasion. At each side of 
the circle are placed two parts of a 
disc, forming wing pieces to the 
decoration. A scroll, also cut out of 
wall board, is added to give it a 
softer grace and additional beauty. 

This setting without the flags may 
be used for the Mother’s Day display 
if the circular panel is made so that 
it may be reversed in the setting. It 
is suggested that the disc be covered 
with pale lavender paper or silk, or 
painted that color. Diagonally across 
its upper half a white silk ribbon 
may be stretched and tied in a bow. 
In front of this panel a picture of 
“mother” may be posed on an easel, 
accompanied by a suitable card bear- 
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Fig. 2—Settings of this sort may either 

be purchased ready e or constructed 

in the store, and may be used for a full 

season. Made as here described, they 
are quite moderate in cost 








ing an appropriate sentiment to all 
mothers. 

The setting suggested in Fig. 2, is 
along modern decorative lines. Many 
of this type of display settings are 
offered by firms supplying artificial 
flowers and window display settings. 
They are of more than usual value 
as window decorations because of 
their lasting beauty. While termed 
temporary decorations they are good 
for a full season’s use, and in some 
cases various parts of the decoration 
can be made over in order to 
lengthen the term of its service. 


DECORATION of this character 

can be constructed by the shoe 
merchant if his appropriations for 
window decorations are not large 
enough to cover the cost of the 
ready-to-use decorations. The panel 
with the window opening is made of 
wall board. A frame of wooden 
strips is attached at the back to keep 
it in proper shape while standing. 
The window frame may be made of 
wood or wali board. It is placed in 
front of the opening in the wall board 
panel. Behind this a wall board 
panel or a painted silk panel may be 
placed; or, lacking a painted panel, 
a drape of any suitable material may 
be hung in the opening. 

The side panels are made of 
boards. These are attached to the 
main panel by cleats of wood at the 
back where they will not be seen. 
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This combination of panels is mount- 
ed on a base made of boards.- The 
upper board is laid flat while the 
lower one is on edge. Scrolls made 
of plaster, papier mache or cut out 
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and this in itself will be a good 
thing, because such changes heighten 
the interest in his displays. , 

The sale of sport types of foot- 
wear will be on in real earnest this 



































Proper Shoes 
Jor Health 























Fig. 4—This is not a plan for a complete setting but a sketch of three 
display features that you can use for White Shoe Day. The large calen- 


dar can be used for any event. 


The cut-out of the boy holding the placard 


is good for Child Health Day. The imitation scales and feather would fit 
into any trim of summer-weight shoes 


of wall board are added to give it a 
finish highly desirable. 

The color scheme is highly im- 
portant. It should be delicate in hue, 
not glaringly harsh. Italian blue, 
pale green, mauve and other colors 
may be used. For the darker con- 
trasts black, olive green and Dutch 
blue may be used in the minor trim- 
mings. The scrolls and the 
base may be finished in plas- 


month, and the shoe merchant who 
makes the most effective displays of 
this type of footwear is likely to 
reap largely from his efforts. In 
Fig. 3, a mere suggestion is offered. 
In this type of setting there lie great 
possibilities. It is so different from 
the usual run of displays that it at- 
tracts the attention at once. 



































\ 


Fig. 5—Good furniture 
kobe to make a good win- 
dow. A half-round or ob- 
long end table and a mitred 
mirror set against the per- 
manent gackground produce 
a very pledsing effect, 
which may be enhanced by 
the addition of a_ table 
drape and a vase or basket 
of flowers 








d 


The window, as illustrated, repre- 
sents the porch of a club house. A 
portable hammock swing is erected 
in the rear of the window and serves 
as a plateau or table upon which to 
make a display. Stands may be 
placed on the swing, or not, as the 
fancy dictates. More sport acces- 
sories may also be included, and 
especially those representing the pre- 
vailing form of sport in the locality. 
The permanent background of the 
window may be hidden by hanging a 

[CONTINUED ON PAGE 81} 








tic paint in metallic colors 
with good effect. The blend- 
ing of the colors should be 
such as to present a pleas- 
ing picture to the eyes. 


ITH such a setting the 
usual fixtures and fur- 
niture finished in natural 


Rootwear 


{ 


/ 


woods may be used with tell- i 


ing effect. The trim should 
not be heavy enough to hide 
the background entirely, al- 
though it may be obscured 
in some of its details at 
times. The shoe merchant 
should strive to secure dif- 
ferent effects in his arrange- 
ment of his accessories and 
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footwear. With a _ back- 







America's Future 
The child's health 
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Good Sports 
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ground of this character he 
will have plenty of oppor- 
tunity to try out many 
varieties of arrangement, 





Fig. 6—A suitable type of 
show card for a style trim. 
The oval may be a paper 


color 


paste-over in contrasting 


Fig. T—Use something out 

¢ the ordinary for a 
hild Health Day card. 
Here is one suggestion 


Fig. 8—This design for a 
sports footwear card is 
light and airy. Show trees, 
sand, water and sky in 
natural colors 
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Trade Tested 


FOR over fifteen years the Fischer Pro- 
tector has served an appreciative public. 
The many thousand foot sufferers who have 
found quick relief with this ingenious device, 
regard it and the dealers who sell it, with 
grateful favor. 


For over fifteen years the Fischer Protector 
has been consistently advertised in a large 
number of magazines of national circula- 
tion. This advertising has created a nation- 
wide demand for Fischer Protectors from 
people to whom they seem indispensable. 


Link up your store with this advertising 
by letting the public know that you carry 
the Fischer Protector. It is a trade 
tested customer maker and customer 
holder. 


Your jobber can supply you with 
Fischers on call. 


KEEPS SHOES SHAPELY n 


VAN 
t 



















Fischer Manufacturing Co. 


425 East Water St., Milwaukee, Wis. 











Ever Notice How ' 
Many Men and’ 
Women Select 
Shoes from the 
Window 























Show Windows are silent but profitable 
Salesmen and the better the light—the 
better the sales? 


i Well lighted shoe windows win additional 
| trade for the store. 
EFFICIENTLY and EFFECTIVELY lighted? 


Complete information on request. 


Draw Attention. 
Are your windows 


handle. 






Send us a rough sketch of your show win- 
dows giving approximate size and our engi- 
neers will plan and send you without charge or 
obligation complete specifications for lighting 

them efficiently. 


Reflector & Illuminating Co. 
Manufacturers and Engineers 
1413 West Jackson Blvd., 












Chicago, U. S. A. 











“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 


Attractive. 





Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 










“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy to 






Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 
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The Shoe Merchant’s Advertising 


“At Home’ 


By Marshall B. Cutler 


Advertising Manager, J. P. Smith Shoe Co., Chicago 


HEN Howard Smith came 

WV to me late in 1925 and said, 

“Don’t you think we could 
help our dealers more by show- 
ing them our window display ad- 
vertising material as it actually 
looks in the window as part of a 
carefully planned trim?”—I agreed 
most emphatically. 

The outcome of this thought was 
the two beautiful display windows 
you see pictured here. The windows 
themselves are worth study. They 
are done in American walnut, with 
paneled mirrors as a background; 
the fixtures were made in fluted, gold 
dusted walnut to harmonize, and the 
result is even richer and more im- 
pressive than we anticipated. The 
windows were installed in the fac- 
tory facing the main entrance; they 
are first to greet the visitor and last 
to bid him farewell. 

We have used these cases since 
about January 1, and though they 
represent a large investment, I feel 
safe in saying that they have already 
more than paid for themselves. 
Every dealer who has seen them has 





Showing a type of window display created by the J. P. Smith Shoe Co. 


complimented us on their appearance 
and told us that the display of our 





A different arrangement entirely distinct in appearance, using the 
same background 





advertising in such a manner proves 
its value as could no other method 
of presentation. 

Progressive retailers appreciate 
constructive thoughts as to proper 
window trimming, lighting and ar- 
rangement. Now we can develop 
ideas for them right here—we can 
photograph unusually effective trims 
and with the pictures and as a “piece 
de resistance” can print and mail 
wonderfully interesting and educa- 
tional literature to the trade. 

The factory display cases are of 
indescribable benefit to me in my 
efforts to create displays of genuine 
value to shoe retailers. Very fre- 
quently I plan a new display or win- 
dow feature, but I’m not quite sure 
whether or not its size or colors or 
design are exactly right. I may 
have a complete sample made up, get 
a favorable reaction on it from every- 
one else in the organization—and 
yet find when the order is complete 
that I have made a mistake; perhaps 
only a small one, but big enough to 
detract from the merchandising 
value of the piece. It’s mighty diffi- 
cult, as you and I know, to accurately 


[CONTINUED ON PAGE 81] 





niente 


ene Se ae 
Sr xs 


SSsses 


Sm 


ip ne hii UR aga a 
Sarre pee 


me 


SUS SRREUREY: Saree ee pean ger 








78 





BOOT AND SHOE RECORDER 





April 24, 1926 





Typical background unit displays—useful in making possible quick changes in window trimming 


The Value of Decorative Units 


HE “up-curve” angle on your 

sales records for the merchan- 

dise you have for sale is cal- 
culated in items of dollars and cents. 
Your merchandise on the shelves or 
the amount of money you have in- 
vested does not count for much un- 
less there is a “turn-over.” It is 
the “turn-over” that counts for the 
added blessings on the right side of 
your ledger. 

In a face of the above statement, 
up-to-date display methods are seeds 
which turn cold possibilities into 
warm prospects and increased sales. 

Every live-wire merchant, adver- 
tising and display man is always-on 
the alert for new ideas that will 
assist him in working out worth- 
while displays, and it is with this 
thought in mind that the writer pre- 
sents these few hints in the way of 


By Joseph Schack 


new and original decorative ideas, 
particularly designed for use in the 
shoe window. 

The method of unit background 
arrangement so much in vogue today 
is commendable for its adaptability 
to quick changes of display, which is 
a mighty big feature in keeping the 
public constantly interested in the 
show windows. 

Decorative units are generally so 
designed that they may be used sev- 
eral times by simply changing the 
color scheme and a new arrange- 
ment of floral decorations. For the 
spring selling season there are no 
forms of window decorations you 
could ‘more profitably invest in. They 
will act as eye-attracters and prove 
an ideal background or setting 
around which to arrange the mer- 
chandise. 


The first illustration shows a 
new unit that stands 76 inches high 
by 48 inches wide. This is made of 
wallboard reinforced with light lum- 
ber and equipped with a wood easel 
back. The floral displays can be al- 
tered at will. The other unit, shows 
at the right is blue in color and has 
all the advantages of the first one. 


Trims “Tie-Up” with Ads 

Coincident with the recent spring 
opening of the Seattle Retail Shoe 
Dealers’ Association, Seattle, Wash- 
ington, cooperative newspaper ads 
calling attention to the new shades 
in women’s footwear were run in 
two of the daily papers. Window 
cards like the ads were printed and 
supplied to each store cooperating 
in the advertising campaign. 
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Kawneer 


926 








SOLID COPPER 


~ STORE FRONTS 





2 EM Bae 


8 ROEM, Sates. 
_ F, 





della = ‘sso lina Ala 7 
NELSON & CO., INC., CONT'RS. 





a % 4 
NSTON CO., ARCHT'S. 


THOUSANDS OF 
SATISFIED OWNERS 


From this safe and original glass setting, 
thousands of beautiful, efficient store 
fronts have been wrought. 








k on the sill reg th 
Name Kawneer. 





‘ws zi 





ANY times merchants return for their sec- 
ond and third Kawneer installation and say 
nice things about their former fronts. Ar- 
a chitects endorse Kawneer. What greater evidence 
h of a proven product can we offer merchants who 
f are about to remodel their show windows? 
j Here’s what Mr. E. J. Zahn of Racine, Wis., 
: “ 
owner of the new building above, writes: “This 
is the second “Kawneer” installation since 1918 
for Zahn’s, so you can see what we think of Kaw- 
neer Fronts.” 

Mr. L. A.Weickgenant of Battle Creek, Mich., 
writes: “Our old Kawneer gave us such satisfac- 
tion that we did not hesitate to decide on another 
: Kawneer when we erected our new building.” 
The coupon pinned to your letterhead will 
bring a book showing numerous types of store 
fronts suitable for your line of business. 














3513 N. Front 
St., Niles, Mich. 
Send book showing 
numerous types of 
fronts for my business. 
















CONSULT YOUR ARCHITECT 
State 
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VANITY 


Brooklyn Specialists 
O IN SHOE ORNAMENTS 0 








Display Equipment That Sells 


Double Shoe Holder 
No. 225 J/Col. 


Made with non-exten- 
sion upright, in two sizes. 
Square tubing, Colonial ‘ 
base. Size %x6 inches Display Table 
with 34-inch base. Also 
%x9 inches with 4-inch accrues 
base. 


A Striking Ornament 
for Your White Shoes 


Made in patent leather and white kid.. Also 
obtainable in other color combinations. 


Made of Genuine Wal- Price $5.00 per doz. pairs 


nut. Top measures 12 
Consult— ins. square. Height 


J.R. PALMENBERG’S SONS, Inc. 
Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, New York 


CHICAGO SAN FRANCISCO BOSTON 
204 W. Jackson Blvd. 11 First Street 26 Kingston Street 





Quick Delivery 























1261 Atlantic Ave. Brooklyn, N. Y. 











Adrian X Ray Hl) Foot Fitter % Great Britain & 


Make Folks Want to Buy 
Shoes in Your Store The Shoe Trade Journal 


2 : ‘ 
Simpl Bex is the oldest established Shoe 
Positive Vag  / and Leather Trades Paper in 
Shoe . Great Britain. 
Fitting : 
is pi Established 1869 - 


Eliminate \ —~ 
a Our Advertising Tariff will be 
@ supplied by the Boot and Shoe 
Recorder, Boston, Mass., upon 
Every Good Shoe Store Should Have One application. 























Write Today for Details 


er ee THE SHOE TRADES JOURNAL 


Room 610, 210 Sycamore Street “ 
Milwaukee, Wis. Leicester ° - England 
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May Displays Should Be Full of 


Human Interest 


plain grass green curtain over it, or 
a bamboo porch blind may be used. 
The valance at the top is made of 
awning cloth, or an imitation of it. 
The pillars and balustrade may be 
made of strips of narrow boards and 
painted white. The floor may be 
covered with a grass mat. A wicker 
table and chair may be added in a 
large window and will afford the 
merchant additional space upon 
which to display his sport footwear. 
This is the kind of display that news- 
papers report, thus giving the mer- 
chant free advertising of great 
value. 

The suggestions given in Fig 4 
will help make the window displays 
more humanly interesting. The 
calendar can be made of considerable 
size, cards being added for various 
events that affect the shoe business. 
The more often people are reminded 
of their footwear the better it will be 
for all concerned. The imitation scale 
in which the light weight shoe is 
balanced by a feather has a psycho- 
logical effect upon the observer. It 
can be made of wood, using a base 


[CONTINUED FROM PAGE 75] 


of a discarded display stand. 

The cut-out of the boy holding up 
a placard can be made by any sign 
painter or showcard writer. 

The suggestion in Fig. 5 is given 
to remind the shoe merchant that 
it pays to be on friendly terms with 
the furniture dealer. He may buy 
or rent furniture in his own town, 
suitable for special displays and for 
regular use when it is impossible to 
do so from the regular fixture houses. 
An end table set against the perma- 
nent background with a mirror hang- 
ing above it is the basis of many 
good units of display. Oblong and 
half-round tables of this class are 
very useful in building up interest- 
ing display settings. A vase or 
basket containing artificial flowers 
and a fancy table drape will add 
materially to this unit. 

The design of the “Spring Foot- 
wear” card (Fig. 6), is attractive 
The oval may be cut of paper of a 
different color to that of the card if 
desired. The flowers should bepainted 
in bright colors. A window display 
with several cards of this same de- 


sign will get the business, provided 
the text is business bringing senti- 
ment. 

The card for the Child Health Day 
display (Fig. 7), is of the stunt 
type, but it is suitable for such dis- 
plays. It is a little change from 
the cut and dried variety. 

The “Sports Footwear” card, Fig. 
8, is usable in practically all displays 
in which there is a unit of sports 
footwear included. It is especially 
appropriate for an exclusive display 
of sports footwear. If the showcard 
writer cannot sketch with pen and 
ink he can at least trace designs 
from newspapers and magazines and 
go over them witha pen. That does 
not require any real artistic ability 
—just a little patience. 

May is a month of opportunities 
for the merchant who will make 
them work for him. He can only do 


this by creating displays that fit in 


with the opportunities. If the mer- 
chant will tie up his displays with 
public events he will get the name 
of being alive and up-to-date, and 
that means public good will. 


The Shoe Merchant's Advertising 


judge the merits and demerits of 
a window display when we prop it 
up before us on a desk or chair or 
table—or hang it on the office wall. 
To really get the proper slant we 
should place our sample display in 


the proper surroundings. We must 
judge it in its relation to every 
other unit in a trim and to the vari- 
ous shades of leather likely to be 
shown with it. 

Now that we have our own display 
windows I can experiment ex- 
haustively—and when I decide on a 
new set of window cards or a new 
drape I’m reasonaly sure they are 
right in shape, size and color har- 
mony—for I have seen and studied 
them “at home.” As a result, the 
dealer receives window material 
which has been tested beforehand in 
its natural habitat. When he uses 


[CONTINUED FROM PAGE 77] 


it he is rarely disappointed in its 
appearance and sales-building quali- 
ties. And what better satisfies and 
profits the retailer will better profit 
the manufacturer. 

The possibilities of these special 
display windows at the factory are 
not limited to the testing of adver- 
tising and the selling of its value 
through visual demonstration. We 
can go a step further. We can—and 
do—display a number of our leading 
instock styles in our trims. 

We have a great deal to accom- 
plish with our display windows. 
They are new and we have had small 
opportunity as yet to put them to 
full use. But we do know for a 
certainty that these windows 

(1)—have increased dealer inter- 
est in our window advertising and 
in good window display in general; 


(2)—have made it possible for us 
to furnish more acceptable material 
and make fewer mistakes in plan- 
ning displays with maximum appeal 
to dealers and consumers; 

(3)—have given us an opportunity 
to show new styles and special con- 
structive features to better advan- 
tage at the factory; 

(4)—have opened a new field for 
pictorially presenting constructive 
thoughts on advertising and mer- 
chandising to our customers; 

(5)—have served to sell our own 
salesmen more thoroughly on our 
advertising and so make it easier 
for them to sell its advantages to 
their trade; 

(6)—and that they please and 
benefit the many retailers who visit 
the factory. 
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With the 


Recorder Window Card Service 


nae PER MONTH 


Buys a 
Monthly Window Show Card Service 
BEAUTIFUL HAND DESIGNED 
ART MAT CARD INSERTS 50 mice PRICE 
FRAMES EACH MONTH TICKETS 
and the 


RECORDER MONTHLY MERCHANDISING BULLETIN 
$30.00 Per Year if Paid in Advance 





Q 
FOR LARGER WINDOWS 


$ 00 ver MONTH 


BEAUTIFUL HAND DESIGNED 
ART MAT 1 6 CARD INSERTS 50... PRICE 
AND THE 
RECORDER MONTHLY MERCHANDISING BULLETIN 


$45.60 if Paid in Advance 








O 


ORDER NOW! — 


Recorder Show Card Service, 

Room 607, 189 West Madison St., 
Chicago, I. 
Please enter ovr order for the RECORDER 
SHOW CARD SERVICH for one year 
, $5700 this eae A * B to pay you 

per mon ‘or service. 

The Recorder Show Card We carry Men’s, Women’s and Children’s 


Shoes and Hosiery. 


Service Las th «fg Bape din AR 
‘ board frames. 
Room 607 189 W. Madison St. copy attached’ to this coupons 
Chi ‘ Til. Pe ee ee ee ee 
Sl, duh bass toads bbesebeasséshaduace 
Just Mail the Coupon => pieme eat “a thb ce 3: 
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“Who gets their business? 


Experienced retail business men who measure their chances of 
success before they start, figure on about seven out of every 
hundred passers for immediate sales. 























Those seven people mean certain profit for somebody—it is up 
to the merchant to get their business. It is significant that the 
most successful shoe stores everywhere are those with attractive { 
fronts that make possible good window displays and lighting. A. 


And that’s all there is to the secret. A Brasco Copper Store 
Front makes a store stand out from its neighbors—gives it un- / 

usual distinction, refinement and beauty—makes a bright, at- 

tractive frame for the shoes—assures the merchant of his full 

share of those ready-to-buy customers and helps to make buyers > «me pm 4 —_ Bey 4 — 


ose the new DAVIS SOLID ARCHITECTURAL 
out of th who are out to look. BRONZE SASH AND BARS. Ask for infor- 


mation. 


= 





The testimony of thousands of live shoe retailers everywhere 
would easily convince you of the magic profit-producing power 
of a Brasco Front that makes it pay for itself so quickly. The 
coupon below will bring you valuable information on how easily 
you too, can have one. Mail it in—now! 


| = 1 his 
Tue sematt eas Chicas M youpon/ 


Eastern Sales Office and Warehouse 
28-14 Wilbur Ave., 
Long Island City, New York 









BRASCO MFG. CO. BS 426 
5035 Wabash Ave., Chicago 


Send me Design Folder and store front informa- 
tion—free. 








COPPER STORE FRONTS) 
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SNUG-LERS 


Reg. U. S. Pat Off. 


IGHT now is the time to place 

your advance order for house 
slippers. And when you order, 
make sure you get a stock of color- 
ful, fashionable numbers. Look 
over the Snug-lers line—it’s like 
seeing a style show! Every slipper 
has good taste and perfect finish; 
every one is a sure seller. 


The Snug-lers shown here is a 
turn sole D’Orsay with covered heel. 
The upper is of Skinner’s satin. 
Here is an ideal combination of 
comfort and smartness. Of course 
women want it! It is only one of 
several attractive styles for women 
that will bring you feminine trade. 


Snug-lers are known for high 
grade materials and expert work- 
manship. Ask the “U. S.” sales- 
man to show you samples of the 
new line, and place your advance 
order for Snug-lers now. 


United States Rubber Company 


When writing to advertisers please mention Boot anp SHoE RECORDER 


April 24, 1926 





te tO 


+ounsacaumKms 















April 24, 1926 


BOOT AND SHOE RECORDER 


The Great Outdoor Sport 


Season Is On 


Sell Canvas Rubber Soled Shoes for 


son. The big league games have 

started. All the “grown-ups” 
and the boys of the whole country 
are interested in baseball. They are 
going to play baseball, tod, on every 
available occasion from now right 
through the summer. And for this 
sport, they will want baseball shoes. 


|: looks like a busy outdoor sea- 


BASEBALL window, with boys’ 
Piste rubber soled shoes placed 
on a grass rug in the store window, 
alongside of a baseball or two and 
a bunch of baseball bats, shows the 
boys of the community that the re- 
tail shoe merchant has something 
that they want—baseball shoes. If 
the merchant has a picture of some 
of the baseball stars, or a picture of 
the leading baseball team to present 
in the trim, it makes an added at- 
traction The offer of an inexpen- 
sive bat or a ball, free, to the first 
fifty boys who buy a pair of base- 
ball shoes at a certain price, or an 
inexpensive bat or baseball offered, 
free, with every pair of shoes pur- 
chased before a certain date at a 
certain price, makes an added win- 
dow appeal. This offer should be 
printed on a large card and should 
occupy a prominent place in the 
trim. 


UT, first of all, it is necessary 

to have these canvas rubber 
soled shoes in your store, or at least 
on order. There is no advantage in 
waiting until the summer has ar- 
rived before ordering canvas. With 
the coming of the warm weather, 
there is usually a big demand on the 
factories for canvas. It takes con- 
siderable time to get these orders 
through the works. 


U. S. Rubber’s Eastern Sell- 
ing Office in New Location 


HE Eastern Selling Agency of 
the United States Rubber Co. 
now occupies a floor and a half of 
the new building at 210 Essex 
Street, Boston. The footwear. di- 
vision, in charge of E. L. Phipps, 





assisted by W. H. Palmer, occupies 
the sixth floor. It has commodious 
and well lighted offices and sample 
rooms. The Eastern Selling Agency 
takes care of the jobbing trade of 
New England. 

Hugh Miller, district traffic man- 
ager, is on the sixth floor. 

On the sixth floor is also located 
the rubber thread department, in 
charge of J. H. Learned. 

The headquarters of the clothing 
division is on the fifth floor, is 
charge of H. H. Nance, treasurer, 
and George E. Goodwin, general 
manager. 

E. L. Phipps, in charge of the 
Eastern Selling Agency’s footwear 
division, has been with the United 
States Rubber Co. for 30 odd years. 
He assisted the late Charles Coe for 
a good many years and when Mr. 
Coe retired three years ago, he was 
appointed Eastern selling agent. 
Mr. Phipps knows shoes from A to 






























the Occasion 


Z. He started in the footwear busi- 
ness when a boy with the old firm of 
Parker, Holmes & Co.; he later be- 
came connected in a selling capacity 
with Clark-Hutchinson Co., and stili 
later in the same capacity for the 
Boston Rubber Shoe Co. 

W. H. Palmer, assistant Eastern 
selling agent, has also about thirty 
years of service with the United 
States Rubber Co. to his credit. He 
started his business career with the 
Boston Rubber Shoe Co. After sev- 
eral years with this house, he was 
in New York for a number of years 
and then came back to Boston and 
became associated with Mr. Phipps 
when the latter took Mr..Coe’s posi- 
tion as Eastern selling agent. 


Getting back the old customers 
who have temporarily strayed from 
the fold is a mighty good suggestion 
for every day of 1926.—Printers’ 
Ink. 











When recent wintry winds and snows visited Galesburg, Ill., Bunker’s 


Shoe Store did a good rubber shoe business. 


Everyone in Galesburg 


knows that this family footwear store carries a wide range of rubber 
footwear, in all the wanted sizes and widths, because Bunker's be- 


lieves in “showing ’em” in special rubber shoe windows. 


Here is a 


trim which was not only effective in attractiveness, but in selling 


more pairs 
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In Stock 


“Eubar” 
“Clare” 
“Speed” 





the Best Selling 
Leathers, Materials 
and Colors 


B-589—Parchment Calf...... 
B-560—Patent 




















Send for 
In Stock 
B-542—Pearl Gray Kid, 19/8 





Catalog Heel 
B- ae esanepaams Kid, 


B-570—Patent, 19/8 Heel.. B-572—Patent, 20/8 Heel 75 
B-568—White Kid, 19/8 Heel... 5.00 B-573—Black Satin, 20/8 Heel.. 4.75 


Wire Your Order—Today 
The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 
New York Office: 612 Marbridge Bidg. Oakland, Cal., Office: 424 Belview Ave. 
H. 8S. KUSHINS 


B. W. MOYLAN 
Chicago Office: Majestic Hotel Los Angeles Office, 107. East 8th St. 
F. J. SATEK BE. M. HOLLANDER 
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Spring Retail Trade Improves 


Light Colors Stimulate Consumer Buying 


BOSTON 


Business Is Away Ahead 


F. W. Whiteley, manager of the 
Queen Quality Shoe Shop, 158 Tre- 
mont Street, states that business 
this spring has been “way ahead.” 
He says that he attributes this gain 
to good fitting lasts; a continuation 
of quality goods at fair prices, and 
store service. A careful record of 
customers’ sizes is kept; the sales- 
men have a personal following, and 
there is much call trade. All the 
lasts used are combination, with 
high arches, plenty of room at the 
ball and snug at the heel, which 
makes it possible to take care of 
even the most difficult fitting prob- 
lem. 


Big White Season Predicted 


Manager Whiteley states that it 
looks to him like a big white sea- 
son, including parchments and 
light pastel shades. The call on 
colors has been divided about even- 
ly between blond shades and gray, 
with an increasing tendency toward 
blond, although patent leather has 
been the biggest seller of all. As 
to patterns, one strap effects lead. 


Attractive Windows 


Frank Welling assists Mr. White- 
ley’ in the management of the 
Queen Quality Boot Shop. Mr. 
Welling also supervises the window 
decorating. “His very effective 
trims have been producing wonder- 
ful results,” said Manager White- 
ley recently. The two windows of 
this very attractive store during the 
past week have had soft drapings 
of delicate green chiffon, with just 
enough color from bouquets of red 
roses to throw into greater promi- 
nence the new and artistic Queen 
Quality creations. 


In Patent and Gray Kid 


Thayer McNeil Co.’s Temple 
Place-West Street store devoted an 
entire window the past week to pa- 
tent leather and gray kid shoes. 
There were all gray kid one straps 
and step-ins and patent leather, 
with gray kid trims, smart hand 
bags to match were placed beside 
the shoes, or beside gray silk and 


gray chiffon hosiery. Soft gray 
plaid sport scarfs with appliquéd 
animal figures in black and white 
carried out the “smart” costume 


. accessory “ensemble.” 


New Florsheim Shop 


The new Florsheim Shoe Co.’s 
exclusive men’s shoe store opened 
its doors to the public on Saturday, 
April 17, at 50 School Street. C. D. 
Feeney, a well-known Boston shoe 
man, is in charge. Mr. Feeney is 
assisted by a capable staff of local 
salesmen, with a thorough knowl- 
edge of the needs and shoe styles 
in favor with “The Hub’s” best 
dressers. This store has two at- 
tractive windows. Its __ strictly 
“mannish” interior is about 50 by 
20 ft. and is equipped to give high 
grade and quick service. 


A. J. Leary, new buyer of men’s 
shoes for Thayer-McNeil Co., 
Boston 


Light Blond Shades Lead 


D. G. Aldrich, assistant to E. Roy 
Smith, buyer of the Jordan Marsh 
Co.’s women’s shoe department, 
states that light blond shades lead 
with an increasing demand for 
white shoes. Mr. Aldrich further 
states that high heels are in big de- 
mand; that shoes with reptile trims 
are popular and that business is 
ahead of the corresponding period 
of last year. 


For Greater Shoe Consciousness 

The Jordan Marsh Co.’s women’s 
department, located on the fourth 
floor of the main building, has been 
thoroughly renovated and redeco- 
rated this spring. As one enters 
from the elevators, the new shoe 
salon, with its artistic French shop 
atmosphere, has made for an in- 
creased interest in high grade 
shoes on the part of the feminine 
public. In the new offerings are 
many reptile skin shoes in colors. 
A green reptile pump with high 
heel is trimmed at its throat with 
scallops of gold kid. There are 
dressy one -straps and _ slip-on 
pumps. The salon appeals through 
specialization in fitting footwear to 
personality, occasion and costume. 


S. Howes at Jordan Marsh & Co.’s 


S. Howes, formerly shoe buyer 
at Kennedy’s men’s shoe depart- 
ment, recently joined the salesforce 
at the women’s shoe department of 
Jordan Marsh & Co. 


Desmond Fits Orthopedic Shoes 


Alfred Desmond is in charge of 
orthopedic shoe fitting at the Henry 
H. Tuttle Co. He gives talks at the 
various colleges on orthopedic 
shoes. Mr. Desmond is a graduate 
of one of the leading schools of 
podiatry and has also taken a medi- 
cal course. He has been manager 
of the orthopedic department of 
Tuttle’s for the last three years. 


H. D. Swift with Gillett-Upton 

H. D. Swift, expert shoe sales- 
man, formerly with Filene’s chil- 
dren and misses’ shoe department, 
and later in charge of children’s 
shoes at the shoe department of the 
old firm of Houston & Henderson— 
later still in charge of W. D. Bar- 
rows shoe departments at Norwich, 
Conn.—recently joined the sales- 
force of Gillett-Upton, Inc. 





ST. LOUIS 





Trade Ahead of Last Year 


There -has been little pick-up in 
the retail shoe business. since 
Easter. However there is no seri- 
ous complaint with the present 
volume. Comparing figures means 
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Three Wonderful 
3 W’s LENOX SHOES 


IN STOCK 





PATENT LEATHER, ELASTIC PATENT LEATHER 
FRONT GORE, STEP IN — COLONIAL BUCKLE 


4503 Child’s, 8% to 11, Broadtoe. .$1.90 Child’s, 8% to 11, Broadtoe. .$1.90 
Misses’, 11% to 2, Broadtoe.. 2.10 


5503 Misses’, 11% to 2, Broadtoe.. 2.10 
Growing Girl’s 2% to 6, Broad- 


6503 
2.50 J toe 2.50 


7503 Growing Girl’s, 2% to 6, Medi- 
2.50 


8503 Women’s, (Cuban Heel), 2% to 
7, Mediumtoe 2.50 


Women's, (Cuban Heel), 2% to 
7, Mediumtoe 


LENOX WELTS 


Child’s Patent Leather Rubber Heel Oxford, 4 to 8..$1.60 
Child’s Patent Leather Rubber Heel Oxford, 8% to 11 1.90 
Samples Sent at Our Misses’ Patent Leather Rubber Heel Oxford, 11% to 2 2.25 Send for Our New 
Expense Child’s Tan Calf Rubber Heel Oxford, 4 to 8 Illustrated Circular 
Child’s Tan Calf Rubber Heel Oxford, 8% to 11 
Misses’ Tan Calf Rubber Heel Oxford, 11% to 2 


horas a a oe Pn Pe 





WEIMER, WRIGHT & WATKIN CO. puiraberpnia, PA. 














Salesmen Wanted for 


BUCKHECHT BOOTS 


The Nationally-Advertised “High Tops” 


This nationally-known sport and work boot is the world’s leader. Nationally 
advertised in the Saturday Evening Post and outing magazines. Made of the 
famous Indian-tan process leather (oil-in-the-leather) which originated in Cal- 
ifornia. Also has exclusive patented construction. 


We have good territories for salesmen open in middle West, South and Atlantic 
Coast states. Can be carried with non-conflicting lines. 


Write us for liberal proposition to salesmen of good standing. State territory you cover, how 
frequently you “make” it, financial references, etc. This is a splendid side line that'll make money 


for you. 
Buckingham & Hecht 


Shoe Manufacturers since 1857 
SAN FRANCISCO, CALIFORNIA 
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very little for the month of April 
as a year ago Easter came a week 
later than in 1926. This condition 
naturally places the figures of a 
year ago ahead of those of the pres- 
ent period. 

The optimistic note sounded in a 
majority of stores is that the busi- 
ness thus far is ahead of a year 
ago. This has much more signifi- 
cance than day to day and week to 
week tabulations. 


Three Big Sales 


Saturday April 10 was not a big 
day in the exclusive retail stores 
due to three tremendous sales con- 
ducted by a like number of depart- 
ment stores. Approximately 40 full 
pages of newspaper advertising was 
used by three department stores. 
This so commanded the attention of 
the buying public that shoppers did 
little else on Saturday but chase in 
and out of these stores. It is esti- 
mated that one of the stores did 
$1,000,000 worth of business on this 
day. Unquestionably it retarded 
business in retail shoe stores. A 
visit to a number of them proved 
the correctness of this deduction. 
In the style field little or no change 
is noted. 

Gray Running Stronger 

There is a slight shifting in the 
demand in the colored kid field re- 
ported by one large operator. Four 
weeks ago this chain was selling 
seven blond to one gray. This week 
the report given out by an official 
of the company was to the effect 
that three blond against one gray 
were now selling closing the gap 
considerable in the figures reported 
a fortnight ago. 

This change is taking place in the 
popular priced field. While the 
reverse is true in the ultra smart 
stores. Where they were selling 
more gray than blond a few weeks 
back the latest report is that gray 
is slipping and blond is picking up. 

The first panama straw shoes 
shown were seen this week in one 
of the super-style stores. It was a tie 
oxford effect with a cuban heel and 
trimmed in reptile grain of either 
blue, green or brown. They were 
priced at $12.50. Inquiry brought 
forth the statement that they were 
selling, albeit they were bought in 
cautious quantities. 


| ST. PAUL | 


Rearranges Department 


The Golden Rule has made some 
effective rearrangements of the 
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The Downstairs store of the Harris-Hahlo Co., Houston, Texas. 
In the further right-hand corner of the picture is the children’s 
department, which in reality is the front of the store. Here are all 
the things that go to make a children’s department successful, such 
as cut-out animals along the top of the shelving, musical chairs, etc. 
Five specially trained girls are kept.in this section all the time. ° 

One novel feature of this department is the twenty-four tables that 
are used for display purposes only. By this method more than three 
hundred models can be shown in good shape, allowing the customers 


to see and handle the goods. 


This is a popular priced department, selling women’s and chil- 


dren’s shoes in a high grade store. N. 


Katz, the manager, tells 


that it requires the services of twenty clerks to take care of the 
customers who fill the sixty chairs. 


shoe department which occupies 
an exceptionally large section of the 
first floor. Hitherto huge, high 
show cases faced the aisles. These 
were attractively filled always with 
latest. shoe models—they were the 
“store front” of the department. 
Yet Manager Walter Peterson came 
to the conclusion that they were 
having somewhat the effect of bar- 
riers. So he had them turned 
around and stretched end to end 
down the center of the department, 
leaving a wide and inviting en- 
trance—an entrance so wide, in 
fact, that it practically has the ef- 
fect of a lobby in which the women 
can have a look at the shoes dis- 
played and then turn around and 
find themselves almost in a position 
to drop into a seat to be fitted. 
Passing the row of high display 
cases, one comes upon the men’s de- 
partment, opening right onto the 
main aisle and completely closed off 
from the rest of the shoe depart- 
ment. This has already proved a 
big advantage, as previously men 
had to walk down the full length 
of the department to reach the sec- 
tion where their footwear was sold. 


Kinney Store Moving 


The G. R. Kinney, Inc., St. Paul 
store is moving the first of the 
month to a choice location in the 


heart of the retail district. Here- 
tofore the store has been located 


at 64 East Fifth Street. Now it is 
moving in some three blocks to 375 
Robert Street, taking the store 
previously occupied by the fashion- 
able Booterie. Manager G. C. 
Dunkelberger is having a handsome 
new front placed in tne store which 
also is being handsomely remodeled 
inside and will be equipped with 
beautiful new fixtures. 


Illustrate 55 Models in “Ad” 


Husch Brothers believe thorough- 
ly in the principle of helping St. 
Paul women “to shop in the news- 
papers before they shop down- 
town.” In a recent big spread in 
the dailies, 55 different shoe models 
were illustrated, the illustrations 
being used as a border, four deep, 
around the reading matter of the 
advertisement. In penned in fig- 
ures alongside each pair the prices 
were given. The illustrations were 
remarkably clear and the store re- 
ports that they pulled exceedingly 
well. 

Manager Joe Langley of Mann- 
heimer Brothers’ shoe department, 
expects to see a tremendous busi- 
ness in sport models this year. 
“They are buying already,” said 
Mr. Langley. “I believe there will 
be more of these models sold this 
season than ever before.” 
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Bass Moccasins 


For That Camp Trade of Yours 


Every Style in Stock 





No. 923—$4.30 


Women’s Smoked Elk 8-in. Rangeley 
Moccasin. 


Duflex Fiber 
Sole. 
Wendy Last. 
In Stock, 234-8 
C, D and E. 


No. 953—$4.30 
As 923 except 4 i 
Chocolate Elk. iT 4. 
In Stock, 214-8 D. 7, No. 3877—$9.75 
Men’s Chocolate Water- 
proof Chrome Veal 
Woc-O-Moc. 
16-in. — — to | 
Edge Tongue, Double | 
No. 4876—$8.75 . “Hand-Sewed Vamp, 
Chocolate Waterproof Chrome 14- Double Waterproof 
in. Rangeley Moccasin. Sole, Woco Last. 
Two-Way Seam, Full Bellows In Stock, 6-11 EE. 
Tongue, Double Waterproof Sole. 
- In Stock, 6-11 EE. 


No. 610—$5.25 


2834 W. L.—$4.50 Men’s Brown Elk Rangeley Golf | 
Moccasin. Leather Lined | 


No. 841—$4.30 Women’s aent vm aac Ox- Conagtnn. Come Sele 
Men’s Chocolate Elk Rangele : and Heel. 
geiey Instep Strap and Back Stay, Leather lined In Stock, 6-11 C, D and E. 


Moccasin. quarter, Latex Crepe Sole and Heel, 
5-in. Height, Duflex Fiber Sole, Wendy Last. In Stock, 2% to No. 610W—$4.60 
8 C and D. To order, As 610 for Women. 


Mi 1 . ‘ I 
Elk Midsole. In Stock 6-11 D 2% to 8 A to E. In Stock, 234-8 C and D. 


NEW CATALOG NOW READY—FPrite Dept. B for your copy 


G. H. BASS & CO. Wilton, Me. 
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“The Shoe Man’s Ten Commandments” 


By J. J. Eckhard, Eckhard Brothers, Alton, Iil. 


1—See that the store is properly taken care of; 
tidy in appearance; merchandise neatly 
displayed; the boss and all the sales force 
in Al health and spirits. 

2—Treat all patrons alike and show no par- 
tiality. 

3—Advertise only the merchandise you have 
for sale and in no way exaggerate, but 
Speak the Truth. 

4—Keep all appointments; make all deliveries 
promptly, if any, and give 100 per cent 
Service at all times. 

5—Know your merchandise and know it well. 
Sell it to yourself before you attempt to 
sell it to your patrons, 

6—Charge no goods to anyone not worthy of 


signature and home address of the recipi- 
ent. This is absolute proof that merchan- 
dise was received and cannot be denied 
when the time for payment arrives. Stipu- 
late specific credit terms and insist on 
prompt collections. 

7—Anyone can wrap up what the customer 
asks for. Use Salesmanship and sell what 
the store wishes to dispose of, but by no 
means misfit nor overcharge. 

8—Sell no one a shoe unfit for the service they 
wish to get out of that particular pair. 

9—Sell everyone everything you can possibly 
sell them. An extra pair now and then 
swells the bank account. 


10—Get a legitimate profit, as you are entitled 


























SAN FRANCISCO | 


Vogue for Snake Leather 


San Francisco shoe merchants, in 
their offerings for the week of 
April 11 to 17, showed a variety of 
patterns and leathers. The vogue of 
“snake shoes” is at its height. 
Many new reptiles have been intro- 
duced and the zoological gardens 
almost depopulated. We see shark 
skin as a newcomer to the field of 
outre leathers and bizarre effects. 

Gray kids get a mention frequent- 
ly in the advertisements of San 
Francisco dealers. But beige col- 
ored kids retain their strong posi- 
tion. One shoe man places the pop- 
ular things in this order: Beige, 
colored kids, reptiles, gray, and 
white. Warmer weather may in- 
crease the white demand, but this 
city was never a great user of 
white shoes. 

Some of the specialty shops are 
showing unusually pretty shoes in 
ties and straps. The extreme heels 
are continuing in favor for the 
ultra trade. Here, as elsewhere, 
however, there is a tendency toward 
block heels and somewhat lower 
heights. 

Frank More shows a hand-made 
gray kid model with lizard heel and 
tiny strap to match. Spike heel, of 
course. 

Hanan & Son offer an opal kid 
with intricate cutouts edged with 
gray lizard, tied with grosgrain 
bow, beaded ornaments. 


credit, and if credit is granted, get the full 


to it. 








Sommer & Kaufman feature a 
parchment kid with inserts of tan 
lizard on quarter and vamp. Open 
shank and front strap. 

The Bootery presents a black pat- 
ent vamp with quarter and heels of 
opal gray, edged with narrow pat- 
ent trimming. 

Frank Werner originates a model 
in bisque kid with patch work of 
alligator and snake in brown tones 
with heel trimmed to match. 

H. L. Porter, Inc., shows varia- 
tions in high or low heels in their 
“Maxine Tie,” made of opal gray 
kid, sauterne, or patent colt, with 
brocade leather patches. Also white, 
gray, parchment, sauterne or patent 
colt trimmed with red or gold bro- 
cade. 

Ties Being Worn 

On the street the observer notes 
some ties and fancy effects with 
ribbons and tassels. The outstand- 
ing leathers are reptilian or am- 
phibian. The girls seem to favor 
alligator or snake trim on colored 
kids. Here and there one sees pat- 
ents with trims of various colors of 
snake or alligator. The neatest and 
most graceful shoes are the plainer 
effects in kid or black patent pumps. 

All over California the dresses 
reflect the colors of the painted 
desert. Golden hues, browns in 
light shades, tans, rose, some gray 
and occasionally white. 


Men’s Shoes Brighter 


Lemon tans, blonds, brown 
trimmed sports, what the Southern 
people know as “high yellows,” and 


a few high colors in outing and 
golf styles are captivating the 
younger men. The blacks are strong 
as usual, because men are the most 
conservative of all bipeds. 

Youth turns naturally to bril- 
liance in plumage, but elders retain 
their fondness for the more modest 
colors. In one store the writer heard 
a man of 50 years remark that 
he would like to wear a brighter 
colored shoe but that he would not 
be a pioneer. “When other old fel- 
lows begin to wear them I will join 
the procession,” he said. That seems 
to voice the sentiment of most men 
who have passed the age of 25. 


CINCINNATI | 


Weather Retards Trade 


The weather which was ushered 
in with Easter was everything but 
gratifying to the Cincinnati mer- 
chants. Cool and chilly blasts ac- 
companied by much rain made their 
usual April appearance. In addi- 
tion there has been an epidemic of 
influenza. In consequence of all 
this, the shoe business has fallen 
off to quite an extent. 


Colored Kid and Patent 


The light colored kid and patent 
leather shoes are still occupying the 
attention of the women buyers in 
this district. Patent leather shoes 
are greatly in vogue and, come 
trimmed in all kinds of reptilian 
skins. The popular colored kids are 
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making their appearance in various 
light colors. Parchment kids ap- 
pear to be the most popular, but are 
closely followed in popularity by 
kids in shades of sauterne, bois de 
rose and various shades of gray. 
Fancy or the so-called jazz laces 
have been enjoying a greater run 
than previously. This is especially 
true among the younger set of shoe 
buyers. The tendency being toward 
the loudest possible laces. 


Pajama Cloth Slippers 


Pajama cloth made up in the 
form of bedroom and beach slippers 
is getting a considerable play at the 
Potter Shoe Co., where it is being 
featured at the present time. These 
slippers are shown in many diverse 
colors. 

New Styles 

The Mabley and Carew Co. has 
been featuring charming and entire- 
ly new pumps. A description of a 
few follows: One is a pump having 
a patent leather vamp, with either 
a rattlesnake or alligator skin top 
and quarter. The shoes in this line 
are of a modified last, having 14/8 
spike heels. Another shoe in this 
display has a Russia calf vamp, 
with a leopard calf quarter. Not to 
be outdone in the least are the white 
kids, which are trimmed in parch- 
ment, green, red and different vari- 
eties of lizard skins. All these shoes 
are selling at $12.50 a pair. 


Larry Hicks Ill 


Larry Hicks, who is on the sales 
force of the Bostonian Shoe Shop, 
is ill, having been recently operated 
on for appendicitis. He is showing 
rapid improvement and will soon be 
back at his work. 

The Shott Shoe Co., 516 Vine St., 
is conducting a big sale in men’s 
shoes, preparatory to going out of 
business. All prices have been cut 
considerably. The store will be dis- 
continued on June 1. 


MILWAUKEE 


Good Business Reported 


Spring business in Milwaukee 
shoe stores is showing a steady im- 
provement and the Saturday fol- 
lowing Easter was one of the big- 
gest days since the opening of the 
spring season. Due to a more favor- 
able break in weather, the volume 
of business during the first part 
of April is showing an increase 
over last year and merchants pre- 
dict a very big month. 

The. L. Miller shoe department at 
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Reel’s ready-to-wear store has been 
doing a very nice business, and ac- 
tivity since Easter has been very 
gratifying, according to H. I. Tie- 
man, manager of the department. 
This department finds that colored 
kids maintain their prominence for 
spring. The demand for gray is 
holding up very well, although light 
tan shades such as parchment and 
sauterne are bringing the greatest 
volume of business. Considerable 
interest in reptile leathers has been 
shown by the I. Miller trade and 
several numbers in snakeskin have 
been made to order. Reptiles as 
trimming are much in evidence on 
popular styles at this store. Pa- 
tents are moving in good volume, 
but styles with trimmings of light 
colored kid are proving more active 
than all black numbers. 

Frame’s Boot Shop, which opened 
on Grand Avenue a little more than 
a year ago featuring popular priced 
women’s shoes, have been doubling 
and tripling the business done dur- 
ing the first season the shop oper- 
ated, according to Morris Frame. 
He states that women are buying a 
variety of styles in spring footwear, 
with colors in the lead. Parchment, 
sauterne, ivory and other light tan 
shades predominate, but grays are 
in greater demand than had been 
anticipated. There has been a 
trend to strap styles, according to 
Mr. Frame, and a number of new 
strap patterns are on order for later 
spring business. Both ankle straps 
and center straps are now being 
shown, but the latter is thought to 
be a more permanent style develop- 
ment. However, pumps are moving 
in a wide variety of styles and 
trims, one of the most popular, 
called Fan Tan, having a two-toned, 
fan-shaped trim in front. 


Lighter Shades for Men 


“We have been doing a very nice 


business during the past few 
weeks,” declared Henry Day, man- 
ager of the Florsheim shoe store 
on Grand Avenue. “The snow storm 
before Easter held up the demand 
for spring shoes for a brief inter- 
val, but we are running ahead of 
last year, and we look for a very 
big April.” 

Light shades running from blond 
through the lighter shades of tan 
have been leading at Florsheim’s 
and very few men call for darker 
shades or black. In style, the ac- 
tive numbers have varied from a 
medium toe and conservative last 
to a broguish, wide toe exford for 
college men. 

Florsheim’s have dressed up their 


93 


display windows for spring by put- 
ting up new valances of a high 
grade character to fit in with the 
attractive windows maintained by 
the store. 


Plan Cooperative Advertising 


Shoe dealers as well as other 
merchants of Oshkosh, Wis., have 
entered a cooperative advertising 
campaign which is being organized 
through the retail merchants’ divi- 
sion of the Oshkosh Chamber of 
Commerce, and the campaign will 
be put under way within the near 
future. Various types of advertis- 
ing, including newspaper cam- 
paigns, special sales events, bill- 
board advertising and other meth- 
ods will be employed in placing be- 
fore the surrounding trade terri- 
tory the advantages of shopping in 
Oshkosh. It is thought that be- 
tween $25,000 and $30,000 will be 
used during 1926 in featuring this 
city for both business and pleasure. 


Open New Store 


A general line of merchandise 
will be carried by the Pfrang Horn- 
eck Co., which has leased a store 
building at Hilbert, Wis. Charles 
Pfrang and Elmer Horneck, the 
new owners were in the same busi- 
ness at Elkhart Lake, Wis., for seven 
years. 

To Watch Movers 


In order to protect merchants 
who give credit on their merchan- 
dise, the retail division of the Mil- 
waukee Association of Commerce is 
sponsoring a city ordinance which 
would require that every Milwau- 
kee householder who moves his 
place of residence be so reported to 
the police department and that files 
of these changes be kept open to 
the public. The proposed law 
would make it obligatory for mov- 
ing men and owners of trucks and 
cars used for moving household ef- 
fects to report each removal to the 
police. 

Buys Out Partner 


George C. Dame is now sole own- 
er of the Novelty Boot Shop at 203 
West College Avenue, Appleton, 
Wis., having purchased the inter- 
est of his partner, Clark Goodland. 
Mr. Goodland was forced to retire 
from active business’ several 
months ago because of ill health. 


Announce New Management 


Block Bros. have announced that 
the shoe department of the store 
will be operated in the future un- 
der the management of a prominent 
manufacturer of women’s novelty 
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Making This 
Unquestionably the 
Largest Shoe Job Lot 


Next time you come to Boston we will and Novelty House 
greet you on the first floor in new, spacious, : r 
in This Country 


sunlit salesrooms. 


Our ever growing business has long de- 
manded this addition which now gives us 
30 thousand square feet of space. 


When you are in Boston see Rosenberg 
first 
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shoes. At present a sale of pres- 
ent stock is being held to clear out 
the old stock before the department 
changes hands. 


May Enlarge Stores 


That two large department stores 
in Milwaukee will erect additional 
stories and otherwise enlarge their 
buildings providing the city coun- 
cil decided to remove the present 
restriction of building heights to 
125 ft. was made known during the 
discussion which has arisen in the 
council regarding this question. 
Gimbel Brothers are planning to 
wreck the old section of the build- 
ing which faces West Water Street 
and rebuild it to 12 stories, while 
the newer section now eight stories 
in height would be raised to the 
same level, according to announce- 
ment by Vinton M. Pace. The Bos- 
ton Store is contemplating the erec- 
tion of a $1,000,000 addition to re- 
place the present five-story section 
of the store facing Grand Avenue, 
Carl Herzfeld, vice-president, 
stated. Both stores have active 
shoe departments. 


Store Changes Hands 


A. A. Klimenhagen and N. O. Ma- 
goon have purchased the shoe store 
on Superior Street, Kilbourn, Wis., 
from George Wenkman, who has 
operated the business for the past 
20 years. The name has been 
changed to the Family Shoe Store. 
Both of the new owners are local 
men, Mr. Magoon having been con- 
nected with the C. McManman & 
Sons shoe store for many years. 
Mr. Wenkman is planning a short 
vacation before making plans for 
the future. 


Wolfe Sells Store 


The shoe store operated at Sur- 
ing, Wis., by Frank Wolfe has been 
purchased by Max Gruber, a former 
resident of Suring, who-has more 
recently been located in Milwaukee. 


Open Kinney Store 


The G. R. Kinney Co., operators 
of the large chain of shoe stores 
throughout the country, has opened 
a new branch in Kenosha, Wis., in 
newly remodeled quarters at 219 
Main Street. The complete line of 
men’s, women’s and children’s 
shoes will be carried by the new 
store. A. E. Clough has been ap- 
pointed manager. 


Seek Canvasser 


Upon complaint made by A. E. 


Clough, manager of the newly 


opened G. R. Kinney Co. shoe store 
in Kenosha, Wis., police of this city 
are searching for a house-to-house 
shoe salesman who has been can- 
vassing the city as a salesman for 
Kinney shoes. Several housewives 
called the Kinney store during one 
day stating that they had been ap- 
proached by a man who claimed he 
was canvassing the city for the new 
store. 


Shoe Man Retires 


H. G. Birmingham, who has con- 
ducted a shoe store in Sturgeon 
Bay, Wis., for 30 years, sold the 
business to A. J. Noreen and is re- 
tiring from active business for a 
time at least. Mr. Noreen has been 
manager of the shve department 
for The Fair store during the past 
three years, and was previously in 
charge of this department for the 
store operated by the company at 
Wausau, Wis. The former Bir- 
mingham store will be operated 
under the name of A. J. Noreen & 
Co., with Mr. Noreen in charge. 


Another New Store 


Another new store has formally 
opened its doors on Grand Avenue. 
The Shane Shoe Co., headed by Sid- 
ney Shane, has opened the Princess 
Shoe shop at 429 Grand Avenue in 
an attractive location which has 
been remodeled for the store. A 
new front was installed especially 
suited to the display of shoes, and 
the interior has been attractively 
finished with gray predominating 
in the color scheme. A line of 
women’s shoes at $5 are being fea- 
tured. Mr. Shane was formerly 
operating the Grand Bootery at 413 
Grand Avenue, but was forced to 
give up this location when the en- 
tire building was remodeled for a 
ready-to-wear firm. 


Add Shoe Department 


Danielson, Mueller & Simpson, 
men’s clothing store at Madison, 
Wis., has added a shoe department 
featuring a complete line of Selz 
shoes. Formal opening was held 
under the supervision of N. F. 
Canty and O. F. Bowers, factory 
representatives. 


Store Burned 


The Yellow Front shoe store 
operated at Kaukauna, Wis., by 
Sam Swardlow was destroyed by 
fire of unknown origin with a loss 
estimated between $15,000 and $20,- 
000. The building is ruined and 
will have to be torn down, and both 
furniture and stock were a total 
loss. 
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Famous Shoe Men 


No. 1 


Harold F. Volk 


When Yale graduated her class of 
1917 there were many that missed 
the usual exercises. Among them 
was Harold Volk, for he, too, had en- 
listed and was at the officer’s train- 
ing camp at Camp Funston, where 
his: sheepskin was forwarded. Then 
Uncle Sam pinned some bars on his 
shoulders and sent him to France for 
a couple of years. While waiting to 
come home and still in the Army, 
Harold studied economics at the Sor- 
bonne University, Paris. With all 
this liberal education, discipline and 
training tucked away under his usual 
sized hat, he came back to Dallas, 
going through an intensified post- 
graduate course of sprouts in the 
buying and general executive respon- 
sibilities:in the retail shoe business 
which his father had founded. Long 
before Dallas had paved streets, 
Harold had great fun, while a kid, 
delivering store bundles, in his pony 
cart. Between the kid stage and the 
time he went to the Andover 
(Mass.) Prep. School, he had 
worked himself up in the store from 
bundle boy to salesman, as his father 
wanted him to decide for himself 
that he had a sincere liking for the 
retailing of shoes. 

Today finds him vice-president of 
the Volk Bros. Corp., working hard, 
playing golf, hunting and fishing at 
opportune times. A good mixer, 
liked and respected by all he comes 
in contact with, from elevator boys 
to bank presidents, for he is a regu- 
lar guy with a keen mind and a 
friendly smile. 
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B-1913—Black Kid 
B-1914—Patent Leather 
B-1915—Black Satin 


Sizes 1 to 11 
Widths AAAA to EEE 
Price $5.50 
Sizes 8%and 9..2:.... 35c. Extra 
= 9% and 10........ 50c. és 
10% and ll........ 75c. 


Single and two pair orders 25c. per 
vair extra. 


Stteete ee 


It’s apleasure fitting 
these front gore 
slippers 


Just give the gore a preliminary stretch; 
slip on the pump as far as it will go; 
insert your shoe horn; give the shoe a 
push and you have a customer with a 


beautifully fitted foot. 


Immediately she begins telling you that 
this is the best feeling pump she has 
ever had on. And she means it, for 
the forepart is exceptionally comfort- 
able; there is a delightful sense of snug- 
ness through the waist and a clinging 
vine fit at the heel. 


Of course she will want to see some- 
thing else; they all do. But, don't 
worry; you have already made a sale; 
she may have you try on as many dif- 
ferent makes and patterns as you can 
show, but in the end she will walk out 
with a pair of these wonderful fitting 
front gores. 


Built over our 309 combination last. 
Light weight close trimmed Goodyear 
welts, wood heels with a Wingfoot top 
lift, solid grain leather counters, molded 
bottoms with a light stained forepart 
and a black shank. Beaded buckles of 


jet and genuine steel beads. 


We have thousands of pairs on the 
floor, ready to ship upon receipt of your 
order. 
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Factories Still Fairly Busy 


Trade Conditions Reported to Be Satisfactory 


LYNN | 


Novelty Leathers Lead 

Volume of business is as good as 
could be expected, considering the 
weather and general trade condi- 
tions. Salesmen on the road are 
sending in additional orders for 
summer shoes. The orders are well 
spread over novelty style leathers. 
Pumps with straps continue mostly 
in demand. Development of center 
ties goes on. Makers are starting 
on fall models, with fresh inspira- 
tions from the style conference in 
New York. Another elaborate show- 
ing of styles will be made in Bos- 
ton market in July. 


Straw Shoes 

Panama straw, such as is used for 
hats, is being made into novelty 
shoes by A. E. Little & Co. The 
straw is not backed, so the shoes 
will be cool and comfortable for 
summer. 

Whites and Patents 

“Tom” Welch of Mitchell, Welch 
Co., on a two weeks’ trip has been 
sending back orders for whites and 
patents, and also for black satins 
and colored kid and calf. Models 
are snappy, as, for instance, a 
pump with a smartly tailored bow. 
Shoes are French corded, too. 


Tip and Ties 
Murphy, Gorman & Waterhouse 
have some clever center ties. They 
fasten with a single ribbon lace, of 
a color to contrast with the shoe, 
and the vamp is tipped in a color 
to match the lace. 


The High Ankelette 
Another new style designed and 
made in Lynn, is the high ankelette. 
Its strap is carried around the 
ankle, above the ankle bone. At 


its back it is fastened to the shoe. 


by a loop of leather which comes up 
from the back stay. In the front it 
is fastened with a jewel ornament, 
oblong and of the width of the 
strap. This shoe is made on a high 
heel last. 
Sport Ties 

New sport models of the three 

eyelet tie «pattern are of blond 


buck leather, with buffed alligator 
trimmings. They have soles of 
crépe or leather. These shoes are 
in the No. 2 factory of T. J. Sulli- 
van Co. They are welts. The No. 
1 factory of the firm is making a 
drive on pumps and ties of white 
kid. 
A Step-In Sandal 

A new Lynn sandal is of the 
step-in style, though it is otherwise 
true to the sandal type. It has a 
sandal strap, a broad, oval strap 
with sandal style cutouts in it. 
This strap is attached to the throat 
of the vamp, as well as to the sides 
of the shoe, with gores, so a per- 
son may slip it on the foot like a 
regular step-in without having to 
fasten up any straps. 

Besides, the shoe has a sandal 
style cutout on its vamp. 


New Bridal Shoe 

A new shoe for June brides de- 
signed and made in Lynn, is of 
white kid, with an inlay of black 
and white baby lizard on either side 
of the throat and a jeweled orna- 
ment on the throat. A collar of 
baby dove feathers, white in color, 
is carried from the throat along 
the top of the shoe toward the 
shank, or, until it dips down to the 
side to conceal white webbed gores. 


Awning Stripe Shoes 


A singular design, made in Lynn, 
is that of the awning stripe shoes. 
It is of strips of leather of con- 
trasting colors sewed together by a 
new method, not of a fabric of 
woven stripes, as were the awning 
stripe shoes of a few seasons ago. 

Combinations of black and white 
or two tones of brown, are among 
the designs. 


The “Bird Cage” 


The “bird cage” shoe, made by 
Daley’s Golden Rule factory, espe- 
cially for the style show at the 
Lynn Press Club ball, is a pump 
with a “bird cage” top. 

This novel top is made of ten 
narrow straps of leather which are 
brought up from the collar of the 
shoe, upright like the pickets of a 
fence, and are fastened around the 
leg above the ankle bone with a 
strap. 

A button at the back of the strap 
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permits the opening of the bird 
cape top, so that the foot can get 
into the shoe. 

This top looks something like a 
bird cage; hence the name. The 
straps, by the way, are of colors to 
contrast with vamps and quarters. 


New Ornaments for Laces 


Lynn firms are using new orna- 
ments on ribbon laces for center 
ties. These ornaments are of glass, 
or composition. Glass ornaments 
are as clear as crystal, or are of 
colors. Composition ornaments are 
of colors and some have small de- 
signs on their faces. In shape the 
ornaments are round, square, ob- 
long or otherwise. They correspond 
to ear-drops or earrings. 

When a single ornament is used 
it is slipped over the end of the 
ribbon lace and the lace is fastened 
off with a tassel. 

Besides, there are double orna- 
ments, that is, an ornament of glass 
attached to a round bead of golJ 
or silver. With the bead are prongs. 
When the bead is pressed between 
the fingers the prongs grip into the 
ribbon of the lace with sufficient 
strength to hold on the ornament. 


Seeks the Missing Grain 


A tanner of Peabody has taken a 
cottage by the sea. He plans to 
watch for that fabled monster of 
the deep, that is commonly called 
the sea serpent. 

If he can only catch one or get a 
glimpse of one, he will have the de- 
sign for the only missing novelty 
grain now out of captivity, that of 
the sea serpent. 


en 
ST. LOUIS 


Some Slackening in Business 


The unseasonable weather is hav- 
ing its effects on the wholesale 
business, although no serious slack- 
ening is perceptible. The reports 
coming from the small agricultural 
communities is to the effect that 
weather and road conditions are 
such as to prevent farmers from 
coming to town to do their spring 
purchasing. Collections are _ re- 
ported slow, also due to this condi- 
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Brains Muscle Money 


Operating a shoe store under present conditions calls for constant 
activity of mind, body, and capital. Most of the live ones have 
brain and muscle working—but, oh, what a sluggard is capital. 


A New Day stock department is the Just Wright. High grade 
shoes fresh and clean produced in volume and sold to you at vol- 
ume prices. Your capital works fast when you buy from our stock. 
Try out a pair or two of our Summerweights. Send for our cata- 
logue—it’s just off the press. 
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tion. With proper spring weather 
all are of the opinion that the be- 
lated buying will take up the slack- 
ening process which merchants are 
now going through. 

In spite of this condition re- 
ports as to shipments from the 
houses are optimistic and figures 
showing increases back up this con- 
fidence. 

Brown Shoe Company shipments 
for the month of March show an 
increase of more than $300,000. 
This is the third consecutive month 
during 1926 that a substantial in- 
crease has been shown. 


Boston Blacking Company to Open 
Branch 

It is reported that 4 ten-year 
lease has just been closed with the 
Boston Blacking Company, who will 
occupy a building to be erected at 
4377 Duncan Avenue, St. Louis, 
Mo. Work on the building is to 
start immediately and it is expected 
it will be completed in about ninety 
days. The concern manufactures 
shoe dyes and cement used in the 
manufacturing of shoes and is 
opening a branch factory here. 


Chouteau Co. Changes Hands 

D. B. Goldman and J. L. Goldman, 
president and vice-president of the 
Chouteau Shoe Mfg. Co., have sold 
out their interests and are planning 
to start a new factory in the St. 
Louis territory under their own 
name within the very near future. 
They will manufacture novelty Mc- 
Kays. 

The new owners and officers of 
the Chouteau Shoe Mfg. Co. are 
J. L. Zuber, president;-C. A. More, 
first vice-president; Michel Bosek, 
second vice-president; Harry J. 
Schroeder, treasurer; L. Vivi, sec- 
retary. 

They bought the factory build- 
ing at the same time they pur- 
chased the Goldman interests. They 
will continue to manufacture wom- 
en’s novelty McKays. 


HAVERHILL | 


Trade Satisfactory 


A substantial after-Easter busi- 
ness is being handled by the local 
shoe manufacturing establishments, 
with the McKay plants showing no 
decline in production. The white 
season has opened earlier than in 
recent years, due mainly to the early 
Easter season. The turn plants are 
very quiet, with little cutting activ- 
ity except in factories maintaining 
in-stock departments. 


BOOT AND SHOE RECORDER 


The banks announced this week 
that payrolls were maintaining 
themselves satisfactorily, with the 
present weekly payroll approxi- 
mately $400,000. The high point in 
earnings reached during the Easter 
rush was $435,000. Present indus- 
trial activity is now restricted to 
the McKay plants, with the wood 
heel industry furnishing an impor- 
tant contribution as an allied fac- 
tor. 

New White Patterns 


The new white footwear is bring- 
ing out many new and striking pat- 
terns in straps, step-ins, and gores. 
White kid, parchment kid and can- 
vas lead the materials. Sport-wear 


Thicker Lumber 


High heels, now in fashion, 
require the use of thicker lum- 
ber in Haverhill, the center of 
the wood heel industry. For 
example, to make a 20/8, or 
214-in. heel a plank of maple 
21% in. thick is required, while 
to make a 24/8 heel, a plank 
3 in. thick is required. Thick 
planks are more expensive 
than thin ones, and the sup- 
ply of them is scarce. Hence 
high heels are more expensive 
to make than are medium low 
heels. 





production at present is very lim- 
ited, but indicates early stimulus. 
Local McKay plants now particu- 
larly active are the Hartman Shoe 
Co., doing 175 cases daily; the M. 
T. Ornsteen Shoe Co., with 80 cases 


daily, followed by the Klayman 
Shoe Co., Slipper City Shoe Mfg. 
Co., Becker Shoe Co., Fairfield Shoe 
Co., and Duane Shoe Co. 


New Company Begins Production 


The Haverhill Juvenile Shoe Co. 
started cutting operations the past 
week at 12 Duncan Street. The firm 
is the latest addition to the local 
industry, and will make twenty 
72-pair cases of children’s high 
grade turn shoes daily. The mem- 
bers of the new firm are George 
Farber, president and treasurer; 
Charles Daley, George Demerritt, 
and Max Farber, directors; and 
Harry Farber, sales manager. The 
space, amounting to about 15,000 
sq. ft., was formerly occupied by 
F. F, Swett. 


Buys Manufacturing Block 


Nathan Aptekar, wholesale shoe 
dealer, 53 Washington Street, is the 
purchaser of the large manufactur- 


ing block at 32 to 40 Washington 
Street, owned by Henry A. Harris 
of the Marshall-Harris Shoe Co. 
Mr. Aptekar buys for investment, 
approximately $75,000 being in- 
volved in the transfer. The upper 
floors of the block are occupied by 
the Marshall-Harris Shoe Co., and 
the street floors by J. L. Adams, 
leather dealer, the Haverhill Sup- 
ply Co., and D. J. Kelleher, shoe 
findings. 


Dube & Roberts Liquidating 


The Dube & Roberts Shoe Co., 
Lawrence, formerly of this city, 
this week started liquidation. The 
business was removed from this city 
to Lawrence in January, when the 
local plant was destroyed by fire. 
Joseph E. Dube of the firm an- 
nounces that liquidation is due to 
trade conditions. Thomas H. Rob- 
erts, second member of the firm, 
will re-engage in business here. 


Wood Heel Trade Sets Record 


The wood heel industry has dur- 
ing the present season established 
records for production and employ- 
ment that exceed anything in its 
long history. The product for the 
season has a total valuation of three 
and a quarter million dollars. Over 
15,000,000 pairs of wood heels have 
been produced since the opening of 
the year, with business demands 
making nearly 5000 hours of over- 
time work necessary. The industry 
is composed of 36 plants, employing 
1800 operatives, with a daily capa- 
city of 21,885 dozen pairs of heels. 
Haverhill, besides having the repu- 
tation of being the wood heel center 
of the world, also has the distinc- 
tion of leading all the shoe centers 
of the country in the nailings of 
wood heels on shoes. 


Lynn Firms May Move to Haverhill 


Negotiations are soon to be con- 
cluded between local business men 
and Lynn interests which will bring 
to this city two Lynn shoe firms of 
substantial size. Harris A. Smart, 
well-known shoe man, this city, has 
leased his River Street factory fully 
equipped to a Lynn concern, whose 
name is now withheld. The firm 
will occupy May 1 and make 40 to 
50 cases of women’s McKay shoes 
daily. The Smart business was in 
process of liquidation when these 
negotiations opened. The second 
Lynn firm contemplating location 
here is the Anna Shoe Co., and rep- 
resentatives of that firm are now in 
touch with local manufacturing and 
Chamber of Commerce officials rel- 
ative to space for their early use. 
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Bois-de-Rose Calf Gore Pump 
Black Russia Calf 
Gore Pump 


In Stock 


No. B389—$5.00 


Bois-de-Rose Calf Gore Pump 


(Welt) 
12/8 Wood Cuban Heel 
Combination Bow 


Terms: 
Net 30 Days 


264 Last 





AAA—414-8 B—3 -8 


AA—4 -8 C—2%4-8 
A—34-8 D—4 -7 





No. B379—$4.75 


Black Russia Calf Gore Pump 


(WF elt) 
12/8 Cuban Heel 


Metal Ornament 


264 Last 





AAA—444-9  B—3 -9 
AA—4 -9 C—244-9 
ASAD Dut 4 





C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 


PES SEE EY VESEY VEE ESTE ee 
Win The Kiddies With 


TRACE MARK REG. U GB. PAT. OFFICE 


Style 3651—Tan 
Style 3654—Smoked 
Infants—2-5 ....... 
Childs—548 ...... 
Childs—8¥4-11 ..... 
In-Stock 


These moccasins are made from the finest materials— 
soft strong Elk uppers, and flexible, long-wearing soles. 
Their long wear and easy fit make pleased children— 
and an increasing number of merchants are building a 
profitable business with KIDDIEMOX. 


Send for catalog. Popular styles of Golfmox, Campmor and 
Slippermox are shown. 





Holliston, Mass. 


Boston Salesroom 72 Lincoln St., Room 33 














Boys’ Goodyear Welts and McKays 
—In Stock 

















No. 1514, Lt. Tan Elco Moccasin Oxford, 
Uskide Sole, Rubber Heels, Goodyear 
Stitched, 85 last. 


2% to6 $2.50 ; , 
. -_s 2.35 Terms: 5% 10 days; 


8 to 133% 2.10 2% 30 days. 
Goodyear Welts from $2.60 to $2.85, Boys’. Mc- 
Kays from $2.00 to $2.25, Boys’. Goodyear 
Stitched, Uskide Soles, from $2.50 to $2.60, Boys’. 


Makers of Boys’ Shoes Since 1906 


HARRISON SHOE COMPANY 





186 Lincoln St., Room 808, Boston, Mass. _ 
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BROCKTON 





Light Tan for Low Priced Shoes 


Extreme light shades of tan ap- 
pear to be confined to the lower- 
priced shoes for men, the medium 
grade shoes being produced here to 
retail at from $8 to $10 being al- 
most wholly of a light tan which 
borders more on a medium when 
compared with the yellowish tints 
of the lower grades. Blacks con- 
tinue to comprise about 25 per cent 
of the output of the $5 shoes. 

One of the newer style features 
which is being taken up by manu- 
facturers is a broad heel of the 
horseshoe type. It is a replica of a 
horseshoe and will be used on shoes 
of the balloon line, thus giving a 
broad appearance to the back as 
well as the front of the shoe. 

Quarters linings and leather heel 
pods to match are being used, while 
crepe soles seem to be regaining 
volume, which slumped with the 
rise in the rubber market. 


Label Business Active 


Numbered among Brockton’s suc- 
cessful industries allied with the 
shoe trade is the business of the 
Tolman Print, Inc., which during 
1925 enjoyed its best year in sales 
of shoe labels. This department 
has shown a constant increase, and 
the first three months of the current 
year were the best on record. 


Corcoran May Move 


Removal of the Corcoran Shoe 
Co. of Middleboro to this city is 
reported as being under considera- 
tion by the firm. Creation of third 
grade prices in Brockton and a will- 
ingness to extend them to manufac- 
turers here, better rental and the 
desire to locate in Brockton are 
said to be influencing the concern. 


Cheaper Shoes 


Agitation for the manufacture of 
cheaper shoes than any now made 
here may come from the plan to 
produce all kinds of shoes in Brock- 
ton. In discussing this situation, 
one manufacturer says, “We have 
already successfully entered upon 
third grade shoes. We should now 
be considering fourth grade.” In 
addition to Thompson Bros. Shoe 
Co., other firms are showing an in- 
terest in boys’ and girls’ manufac- 
turing. 


Moorhouse Home Burned 


The home of Henry L. Moorhouse 
of the Brockton Last Co. in East 


Bridgewater was destroyed by fire 
April 13 with a loss of about 
$20,000. Aid was called from Brock- 
ton because the local department 
was unable to cope with the serious 
fire. Practically the entire con- 
tents were a loss, also. 


Bowling League Ends Season 


The biggest shoeworkers’ bowl- 
ing league in Brockton, the Walk- 
Over Club League, which rolls in 
the clubhouse of the Geo. E. Keith 
Co., has concluded its season and, 
at a banquet, April 12, prizes were 
awarded the champions. Honors 
went to George Lalli in the men’s 
Boston pin league, Miss Ina Foss in 
the Ladies’ league and George Gove 
in men’s big pins. John M. Eaton, 
chairman of the league, was toast- 
master. Several Keith company of- 
ficials spoke. 








A Firm Foundation 


One Haverhill idea in shoe- 
making, which may interest 
those merchants who are try- 
ing to work up to better 
grades, is that of building the 
shoe from the bottom up. This 
method of shoemaking starts 
with a selected sole, say of 
nine iron. This sole is fitted 
to the last with the utmost 
care and is skillfully sewed to 
the upper and finished. The 
result is a firm foundation for 
the foot, and a shoe that is 
good to walk in, or to dance in, 
as well as a shoe that holds 
its shape. 


| MILWAUKEE | 


Orders Pick Up 


The improvement of business con- 
ditions in the retail trade has been 
reflected in orders received by Mil- 
waukee factories, and the general 
tone of the market is brighter than 
it has been for several weeks past. 
The weather has given retailers an 
opportunity to move their early 
spring stock, and they are now re- 
ordering on these lines and are fill- 
ing in their stocks for summer 
trade. New lines which have made 
their appearance here during the 
early part of April have been very 
well received, and other innovati ns 
are promised. 


New Lines Favorably Received 


Much favorable comment .in the 
trade has been aroused by the an- 
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nouncement of the new line of Mai- 
sonette shoes for women by the F. 
Mayer Boot & Shoe Co., and some 
very nice orders were received im- 
mediately after the new line was 
introduced. This company has prev- 
iously concentrated its attention, 
in the women’s end, on Martha 
Washington comfort shoes, but the 
new line is devoted to style foot- 
wear to retail from $5 to $8. The 
line includes some very attractive 
styles in both straps and step-in 
pumps. The new shades of colored 
kid are featured, including parch- 
ment, apricot, blond and gray, but 
patent is also prominent with trim- 
ming of colored kid or reptile. 
Harsh & Chapline Shoe Co., man- 
ufacturers of men’s and _ boys’ 
shoes, has also had very good re- 
sponse on its new line of calf shoes. 
Salesmen from this firm were in 
for a conference at the beginning 
of the month, and since they have 
been on the road with the new line 
sales have been excellent accord- 
ing to H. A. Unke, in charge of 
styles and advertising. The two 
outstanding numbers have been a 
blond oxford and a two tone sport 
pattern. Mr. Unke states that this 
firm is now working on new pat- 
terns, new colors and new combina- 
tions, and he promises something 
entirely new for the near future. 


Employees Organize 


In order to promote good fellow- 
ship and cooperation among the 
employees of the Nunn Bush & 
Weldon Shoe Co., a meeting was 
held in the Nunn-Bush auditorium 
to organize the cooperative associa- 
tion of the company. The meeting 
was addressed by executives of the 
firm. 

Sign National Agreement 


At the April meeting of the Mil- 
waukee Shoe Credit Men’s Asso- 
ciation, representatives of more 
than half the shoe manufacturing 
companies in Milwaukee signed the 
agreement to accept no compromise 
settlements, a program which is 
sponsored by the trade relations 
committee of the National Boot & 
Shoe Manufacturers’ Association. 


Resume Operations 


Two factories at Chippewa Falls, 
Wis., have resumed operations as 
the result of an agreement made 
between the owners and the union. 
Cutters at the Hand Made Shoe fac- 
tory started operations at the be- 
ginning of April, and the Olson 
Shoe Manufacturing Co. effected a 
settlement more than a week later, 
after being shut down for five 
weeks. 
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color of the 


Makers of the highest class 
shoes for women are making 
no secret of their preference 


for our Color 160 PARCH- 
MENT. 


They like it particularly for 
its delicate undertone. 





Pe ee ee LS 


al 


_ to 


Available in Quantities 


L. AGOOS & CO. Inc. 


161 SOUTH STREET 
BOSTON MASS. 
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In conformity with the recomendations _4 

of the Joint Styles Committee we offer JUST NOW 
the following Fall shades in KOSMO 

KID. 


7" 
a 
‘2 
Color 268 ROSE BEIGE 


Color 50 PLAZA GRAY KOSMO 160 
Color 222 HAMSTEAD BROWN | PARCHMENT 
Color 120 STROLLER 

Color 133 MARSALA 


also 


Color 60 CHAMPAGNE 
Color 150 PEARL GRAY 
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ROCHESTER 


Business Improving 


Business in local shoe stores has 
picked up materially since Easter 
in spite. of the inclement weather, 
and local shoe merchants are very 
optimistic regarding the outlook for 
late Spring business. The demand 
for colored kids is increasing daily 
and local merchants are pushing 
these styles for all they are worth. 
Patents, particularly those trimmed 
with snakeskin and other fancy 
leathers which give them an indi- 
vidual appearance, are very strong 
and are running colored kids a close 
race for the leadership. ~ 

The men’s business, which had 
been lagging up until Easter, has 
picked up materially and reports 
from all parts of the city indicate 
that the men are buying new foot- 
wear. In the high grade stores the 
reports indicate that light tans are 
the leading men’s styles. In the 
cheaper stores, the demand is for 
the extreme light shades and the 
more fancy the stitching, the more 
readily the shoes sell. 


Factories Ahead of Last Year 


Rochester shoe manufacturers 
report business for the first quar- 
ter of 1926 considerably ahead of 
the same period last year. Since the 
first of April there has been a de- 
cided falling off in orders, but with 
reports of a good Easter business 
in all parts of the country, local 
manufacturers look for fill-in orders 
to materially increase in the near 
future and are anticipating a good 
white season. 

New samples have been made and 
the salesmen are now in their terri- 
tories. A resume of the new styles 
does not indicate any radical style 
changes at this time. Variations in 
trimmings are the principal changes 
that are being shown in the new 
samples. 


ATLANTA 


Business Ahead of Last Year 


Though the exceptionally cold 
weather which has been general 
throughout the Southeast during 
the past two or three weeks has 
served to slow up the spring shoe 
trade to some extent, a majority of 
the dealers state they are enjoying 
a better volume of trade than last 
Season at this time, particularly in 
ladies’ footwear, and that all indi- 


cations give promise of a spring 
volume this year that will equal, or 
possibly exceed, the best spring 
season of the past five or six years. 

The Easter sales this year were 
exceptionally good, for the weather 
during the week preceding Easter 
Sunday was fairly good and brought 
into the stores a considerable 
amount. of business in both the 
ladies’ footwear and hosiery depart- 
ments, with the latter business par- 
ticularly good this year. 


Call for Colored Kinds 


In women’s shoe departments the 
best demand is for colored kids and 





L. H. Graves Promoted 


L. H. Graves, new buyer for 
Sanger Bros., Dallas Tez. 


DALLAS, TEX.—Sanger Bros. an- 
nounce the appointment of L. H. 
Graves as buyer for the women’s 
and misses shoe department, suc- 
ceeding W. A. Harris. Mr. Graves 
has been assistant manager for the 
past ten years and has also served 
the Dallas Retail Shoe Merchants’ 
Ass’n as president. Mr. Harris 
severed his connection with the firm 
to accept a position with the Cornell 
Shoe Co. of Brooklyn. His terri- 
tory will be Texas. 


these have been improving steadily 
for the past two or three weeks. 
Parchment is a good seller, opal and 
pearl gray colors being others of the 
faster moving lines. The prevail- 
ing tendency is still for straps and 
likely this will continue the most 
popular through the spring season, 
though most of the stores appear 
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to think that pumps will pick up. 
At present of the total sales in 
pumps and fancy straps the latter 
will run about two-thirds of the 
business, with pumps around one- 
third. There is still a fair demand 
also for tie effects and they have 
been growing steadily in popular- 
ity. 
Light Tans for Men 


The best demand in men’s shoes 
so far this season has been for 
lighter tan colors, with very little 
call for darker tan, and a better 
than usual demand for blacks. 
Nearly all of the business is in low 
cut shoes. There is also a good de- 
mand for blond colors, and sport 
wear low cuts are expected to 
prove decidedly popular through 
the spring and summer. With most 
of the dealers the current sales 
since the middle of March have 
been considerably in excess of the 
corresponding period last season, 
and indications give promise sales 
will continue to show a good gain 
over last year during the next two 
or three months at least. 








| DENVER 








Retail Trade Good 


Spring business is getting away 
in fine style in Denver, according 
to local shoe merchants. What is 
more the outlook for summer is 
bright and merchants are predicting 
a very good trade ahead. Retail 
business conditions in Denver at 
present are on a sounder basis than 
they have been at any time during 
the last year and there is every in- 
dication that the present spring and 
summer season will be one of the 
most prosperous in history for local 
retailers. The revival in mining, is 
one of the most important things 
that has occurred in the state in 
years. Crop reports are excellent. 


Patent a Leader 


Black patent is the outstanding 
shoe offering from the spring trade 
in Denver. Of course, there are 
other shoes worn, but it is safe to 
say that black patents will com- 
mand the largest sale in this sec- 
tion during the spring months. 
Next to black patent in popularity 
comes black satin. Brown footwear 
is running a poor second to black. 
Indeed, a number of stores show 
very few brown numbers, except in 
oxfords. For evening, perfectly 
plain gold or silver kid slippers are 
newest, though the old standbys of 
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Greecey Boupoirs | 


Style can be built into boudoirs as 
in any shoe. My boudoirs prove 
that statement. The eye responds to 
that beauty and the desire for pos- 
session is strengthened by purchase. 
Bid for the extra business Greeley 
boudoirs bring. Ask for samples. 





DELIVERIES 
FROM STOCK 
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Officially adopted by the International 
Association of Masters of Dancing as 
the best professional toe and ballet 
slipper. Made by master craftsmen 
of the finest materials and with superb 
fitting qualities. 
FOUR WEEKS’ DELIVERY 

We also make a new BALLET SLIPPER 


COVER (Patent Applied For) to use for 
practice. 








Send for samples. 
Only One Exclusive Agency in a Town 
We advertise your territory for you. 


Tle: ALMCUY’S ~ 304-306 WA2:S. NewYork 

















The Difference 
Between Turns and 
McKays 


This is only one of the sub- 
jects discussed in a 16-page 
cA Style Your Customer booklet—just off the press. In 


will be eager to get addition to telling how turns 
and McKays are made, there 
No. 619 PARCHMENT LEA., 17/8 Spike $3.75 


No. 620 PARCHMENT LEA., 13/8 Cub. $3.75 are, also, chapters on the welt 
Nos. ay ape Mper 9 ioc and stitchdown processes. Ac- 

No. 547 Levor’ , 17/8 Spike $3. itati 
0 vor’s yf curate and authoritative. We 


No. 548 Levor’s WHITE CAB, 13/8 Cub. $3.75 a 
Nos. 547-548 White Lizard Trim vouch for it. 


No. 317 PATENT, 17/8 Spike heel 


No. 318 PATENT, 13/8 Cuban heel 
Nos. 317-318 Parchment Trim 25 cents per copy 


B AND C WIDTHS—MINIMUM ORDERS 18 PAIRS : (cash with order) 


There’s a Hannahsons Distributor in your section 
Ask for his name 


HANNAHSONS SHOE COMPANY Boot and Shoe Recorder Pub. Co. 
HAVERHILL, MASSACHUSETTS 207 South St. B t n, M 














When writing to advertisers please mention Boot anp SHOE RECORDER 
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gold and sliver brocades are shown, 
as are combinations of plain satin 
uppers in pastel shades—peach- 
blow, nude and sunburn—with 
brocade vamps—and vice versa. 
Strapless and _ single’ strapped 
pumps seem to be leading the sales 
in the Denver district. 


Fontius Holds Demonstration 


The Fontius Shoe Company, Six- 
teenth and Welton Streets, this city, 
has been conducting a demonstra- 
tion featuring the Foot Saver shoes. 
The demonstration was held at the 
store and was in charge of E. J. 
Macklin of Cincinnati, Ohio. 


Store Changes Hands 


The Cut Rate Shoe Store, 9 Broad- 
way, Denver, has changed hands 
and will now handle such well- 
known makes of shoes such as 
Hamilton-Brown, Queen Quality, 
Walk-Over, Red Goose and others. 
Mr. Block, the former owner, has 
moved to Colorado Springs, where 
it is expected that he will open a 
new retail shoe store. 


News Notes 


The*Broadhurst-Young Shoe com- 
pany, Sixteenth and California 
Streets, during the past week fea- 
turet the “Elfie,” a new Lamont 
pump. This pump is offered in 
patent leather at $12.50 and in 
parchment kid, gray kid or white kid 
at $13.50. 

J. E. Raney, formerly connected 
with the shoe department of the 
Crockett-Moody store at Greeley, 
Colo., is now in charge of the 
Springfield Mercantile Store at 
Platteville, Colo. 

George Wither, proprietor of the 
Steamboat Mercantile Company, 
Steamboat Springs, Colo., and a firm 
conducting a large shoe depart- 
ment, just recently returned home 
from a vacation trip to California. 











MINNEAPOLIS 




















Post-Easter Trade Big 


Chilly weather up to within a 
few days of Easter left too few days 
for Minneapolis women to do all 
their spring dressup shopping. As 
a consequence the post-Easter shoe 
business is reported as unusually 
vigorous by the trade here. An en- 
couraging note in the buying is the 
tendency to revive the “more pairs” 
habit. Several dealers handling the 
higher priced footwear commented 
upon the fact that the customer is 
buying two and three pairs again 
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Here are Iwo Callers! 


(CONSIDER your Local Mer- 


chant. His business.is a pare of 

jour city’s industrial fabmc that makes your 

ce and imcome possible. He is a local tax- 
yer i 2 h dead. of 





, employing other taxpay 
our interests are his interests. 
HE buys merchandise as cheap- 
ly as it is possible for it » be pro- 
passes on to you ¢ i he 

qlesins daengh cols volume, made ponkie 
by serving you satisfactorily over long years. 


HIS merchandise is reliable. 
He constantly tells you so thru his 
“daily caller,” his advettisement, and he is-here, 
eet ane Oiies & SS om, pave te 
iability by making good any slight dissatis- 
faction you.may have. But you rarely have 
dissatisfaction with his merchandise. 
HE is a “Community Asset,” 
offering a necessary service in mer- 
chandise distribution at the lowest ible 
- —_ can be a EXCEPTIO! - this 
J 5 tition tes it t 
Bo eee 


HE deserves all your patronage. 





CONSIDER also the “bell 


tinging-peddler.” He is almost 
a Community parasite. His business would 
not even be possible except for the fact that, 
thru the years, your solid, Local Merchant has 
won your confidence in all merchandising 
methods by never taking advantage of you. 
The “bell ringing peddler” trades wholly and 
absolutely upon your confidence 


‘THIS “peddler,” who usually 
retains all of your initial deposit as 
his “commission,” can, and does, make all sorts 
of extravagant promises about his merchandise, 
which “may” come up to his samples; will in- 
sist on the “great savings(?)” for you, knowing 

* such savings ate hardly possible after his “com- 
mission,” plus the general agent's “rake-off.” 
plus factory profit and cost of production are 
taken into consideration. 


HIS only solid recommenda- 
tion, as a tule, is his ability to “sell 
you” into believing all his claims are true. He 
doesn’t have to make good on his’ promises 
and isn’t available if you have trouble with 
hie merchandise 


—as between your solid “Local Merchant” and 
the itinerant “‘bell ringing peddler,” your choice, 
for your own protection, is obvious! 


The Advertising Club of Vincennes, Inc. 


eee ee eee er a 


The above is self explanatory. 


It’s the retort courteous of 


the retail merchants of Vincennes, Ind., to the bell-ringing 


salesmen of hosiery, underwear, etc. 


The spokesman for the 


merchants in this case is the Advertising Club of Vincennes, 
of which body a large number of merchants are members. 


this spring, a custom that had 
fallen considerably into disuse dur- 
ing those strained times the last 
couple of years. 


Dress Oxfords Pushed 


The dress oxford is the outstand- 
ing shoe in every window display 
in town, particularly in the exclu- 
sive shops. Light gray blonds in 
kids and patent leathers, the heel 
spiked, often carrying contrasting 
trimmings and heels of reptile 
leathers are the prominent num- 


bers among these dress oxfords. 
The reptile leather continues a pre- 
dominating feature of the pumps, 
also. An especially striking num- 
ber is a dress oxford in navy blue 
kid. It has a medium round toe, 
spiked heel and trimming of gray 
reptile, giving the whole a very 
Frenchy appearance. Patent leath- 
er dress oxfords have wide eyelets 
and cutouts and wide silk ties. 
Light grays are running about 50- 
50 with blonds in both pumps and 
oxfords. The light gray pump is 
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Live Shoe 
Retailers 


Who are right now in a doubt- 
ful frame of mind; not fully 
convinced they are carrying 
the right lines—not sure the 
manufacturer is helping all 
he can—not completely sold 
on quality, etc., etc., etc. 


You dealers agitated by a bit 
of this discontent, turn your 
thoughts for a moment to- 
ward D. Armstrong & Co., 
Inc. 


This company has made 
women’s shoes continuously 
for nearly 50 years. (This 
means a strong company, 
with policies and goods that 
are right.) 


It places its advertising be- 
fore 3,000,000 discriminating 
women every month. 


It supports its dealers with 
intelligent follow - through 
sales literature and helps. 


So we say. The three hundred 
and seven dealers mentioned 
above are invited to ask for proof. 
Just write or wire that you are 
interested in, or merely curious 
about, the Armstrong Quality 
line. 


¥ 
D. Armstrong & Co., Inc. 


155 Exchange St., Rochester, N. Y. 
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A AS I ROO PERS MIEN RIN 





[7 IS human nature to want to progress and 

grow and carve out an outstanding posi- 
tion for yourself in the future business activi- 
ties of the world. You are constantly looking 


‘for greater opportunity. You have personal- 


ity, initiative and ambition, but so far have 
been unable to develop these latent qualities 
and abilities. 


We Offer You A Real Future 
For Your Ambition! 


The salesman-partnership plan of the J. C. Penney 
Company Department Stores provides for your promo- 
tion from Salesman to Store Manager when you have 
proved your ability ; again, in turn, to a co- Partnership 
in a Store as you prove your managerial qualifications, 
and, in due time, to a third interest in other Stores 
opened as a result of your successful operations. You 
are furnished with necessary capital. This you repay 
out of your net earnings. 


Growth of the J. C. Penney Co. 


Assures Your Progress! 


From one Store in 1902, this Company has grown to a Nation- 
Wide Institution of 676 Stores, scattered over 44 States. In 
1924, we opened 115 new Stores; our total sales were $74,- 
261 343. In 1925, we opened 105 new Stores; total sales were 
$91, 062, 616.17. Each of the 676 Stores means that some Sales- 
man has progressed to a managership and to, at least, a poten- 
tial co-Partnership. Many more Stores will be opened ; many 
more Salesmen are required. 


If you measure up—NOTE! 


The men we are looking for are under 35 years of age 
with experience in a general store; at least, with a prac- 
tical selling knowledge of one or all of our lines: dry 
goods, clothing, furnishings and shoes, for men, women 
and children. If you are desirous of getting ahead, of 
progressing, and have the necessary ability and deter- 
mination to win, write or call at our nearest office for 
our booklet, “The Next Ten Years.” It fully describes 
the opportunity we have awaiting you. 


EMPLOYMENT DEPARTMENT 


} (Pe A NATION-WIDE 
* 


INSTITUTION- 
330 W. 34th St. 


enneyVo. 


DEPARTMENT STORES 
CO O 


1205 Olive St. 
St. Louis, Mo. 
Smog Recorper 
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featured with cut steel or oxidized 
silver buckle; the blond carries a 
dull gold buckle. One exclusive 
shop shows an entire window of 
patent pumps and black satins 
with the majority having cutouts. 
An especially distinctive shoe in 
this shop is a dress oxford in com- 
bination reptile kid and marbleized 
suéde in tan. This is shown on a 
model carrying handbag to match, 
the bag also being trimmed in the 
reptile leather. A new number 
characterized as considerable of a 
“knockout” is a parchment kid 


pump with braided gold trimming 
on the instep collar set off by a 
small oval enamel ornament in the 
center. 


Tuvey Booterie to Move 


The upper Nicollet Avenue col- 
ony of booteries carrying the more 
exclusive lines of ladies’ footwear 
is due to have another important 
addition in the near future. The 
Tuvey Booterie on Nicollet Ave- 
nue, near Sixth Street, is conduct- 
ing a big removal sale. This shop 
handles the J. & T. Cousins line. 
Manager A. L. Jackson announces 
that he is not ready to give out the 
definite location to which the store 
will move, but that it will be in the 
upper Nicollet vicinity, between 
Tenth and Twelfth. The present 
store is located in the Medical 
block, a six-story store and office 
building owned by S. T. Sorenson, 
president of the Tuvey company. 
It is understood that he holds an 
option on the site of the contem- 
plated removal and that one or 
more important real estate deals 
are involved in arrangements ex- 
pected to bring the Tuvey shop to 
the vicinity Manager Jackson 
seeks. 


CHICAGO 


Patterns Limited 


An exhaustive survey of the Chi- 
cago retail stores shows that pumps 
and straps will be featured for 
summer wear street dress and for 
evening wear. Never has the vari- 
ety of pattern been so limited so 
far as the type of shoe has been con- 
cerned in the past five years—and 
never has there been more variety 
to the same fundamental pattern. 
With the spread of the fingers of a 
hand one might cover the basic 
types of footwear displayed — and 
no less than a city block would 
hold the variations of the individ- 
ual interpretation. 
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Production of Boots and Shoes: February and January, 1926; December and February, 
1925: February, 1924; and Comparative Figures for January- February, 1926 and 1925 





Number of Pairs 





Kind 


shoes, 25,513,800 
22,244,319 
6,672,486 


Boots ‘and total 
High and low cut (leather), total. 
en 


Infante 
Athletic ne sporting (leather). 
Canvas, satin, and other fabric (2). 
Slippers for house wear, total 

All leather 

Part leather 
All other leather or part-leather 

footwear 


‘February, 
1926 


February, 


3¢ 454,991 


December, 
1925 


24,403,589 


January,(1) 
1926 


23,873,660 


1, 321,181 
846,684 


1,633,827 
776,481 


664,953 
778,553 








Number of Pairs 





Kind 


Boots and shoes, total 
~ ae low cut (leather), total. 


In fante’ 
Athletic and sporting (leather). 
Canvas, satin, and other fabric (2). 
Slippers for house wear, total 

All leather 

Part leather 
All other leather or part-leather 

footwear 


“February, Jan.-Feb., 
1924 


26,831,908 
22,995,151 


888,914 


~ 
Jan.-Feb., 
1926 1925 

49,387,460 52,532,370 
43,445,502 45,434,135 
13,527,811 x hey 384 
3,304,799 1,079 
16,354,953 18. 373, 645 


2,575,379 
1,709,485 


1,817,557 
1,439,436 


(1) Figures revised to include data received after publication of January report. 


(2) Excludes rubber-soled footwear. 
(3) Separate figures not available. 
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Pumps, strap slippers and ox- 
fords! Black patent, black and tan 
calf, all of the multiple shades that 
can be devised in tan kid from 
deep chocolate brown to the merest 
suggestion of creamy tint — plain 
and trimmed with leather from all 
known and some unknown reptiles. 

As one State Street buyer said, 
“The uniformity of design is a 
great. thing—one cannot go wrong 
on type—but pattern and model— 
man, it’s a game for fast company, 
and yet—anything seems to be good 
on the day it is wanted. Variety is 
what the ladies want—variety of 
style, color and pattern—just as 
they want colorful clothing—dash- 
ing headgear—and jazz music.” 


Business Good 


Business has been good—so good, 
in fact, that merchants have almost 
forgotten the disappointment of 
Easter business. Since then, how- 
ever, sunny skies and dry walks 
have put joy in the retailing of foot- 
wear and the latter part of the week 
some very good business was done, 
and the early part of this week—al- 
ways a good shopping time in Chi- 
cago—has been even more pleasing 
than usual, and stocks are being 
cut into by the folks who are mak- 
ing up for lost time. 


Colors Sell Well 


Colors are selling well. Grays 
and creamy tans and lizard trims 
are the most willingly accepted. 


Black patent is still a very strong 
seller—probably half of the shoes 
sold being patents. Four and five 
eyelet oxfords are catching the eyes 
of many of the buyers, and these 
slender, round-toed shoes are going 
to add to the beauty of many a 
costume this summer. 

Chicago — always a stubby toed 
city—still adheres to the round- 
toed last with all the interest of a 
new style, and the short vamp ox- 
fords are the leaders. 


Men’s Trade Improves 


The men’s business is better. 
Men’s store buyers in the Loop now 
smile with a certain lack of anxiety 
—and their shoes are selling. Tans 
are popular. The light and me- 
dium light shades predominate, 
though there is a tendency on the 
part of older men for the dark 
brown shades especially in kid 
footwear and to some extent in the 
more stylish models. The “blond” 
sales are fair but scattered. Steady 
sales are reported but not heavy 
demand. It wouldn’t be a pair in a 
hundred average sale in the busier 
shops and most of these are in the 
$7.00 and $8.00 grades, although 
some of the higher priced ones 
are being sold. 

Summer weight oxfords are on 
display in most of the Loop men’s 
stores, though the sales on them as 
yet have not been exceedingly 
strong—nor could they be expected 
to be. 
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Work and Sport Shoes 


For The Volume Trade! 


Good values in men’s five inch shoes 
in retan, tan, black and chocolate 
elk. Prices range from $2.15 up. 
All Goodyear Welts. 


Side Line Salesmen 


We have good short line of these 
real value work and sport shoes for 
salesmen in South and West selling 
Composition or leather soles—Full Goodyear Sey THUS Gane eben. Weel 


welts—With or without storm welts. 


Trail-Moc Shoe Co. 


Saco, Maine 











“TO MAKE A SMART SHOE SMARTER” 
LeAMCO KLASIC—ENAMELED AND METAL 


Clasp Ornaments for White and Colored Kid Shoes 






1608—Metal Per Doz. Pr. $6.00 








1653—Enameled Per Doz. Pr. $6.00 1666—Metal Per Doz. Pr. $6.00 1588—Enameled Per Doz. Pr. $9.00 


Enameled buckles made in black, white, gray, tan, blonde and paréhment. Special colors or combinations 
made to order. Metal buckles in silver and bronze 


Cook at Taylor St. ABE MANHEIMER & CO., Inc. St. Louis, Mo. 
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Work on Palace of Fashion Begu 


\ ] ORK on the Palace of Fashion, which will 
be the most colorful part of the Sesqui- 


Centennial Exposition, commemorating the 


4 jogs io te: 


ad 


150th anniversary of American Liberty, which will 
be held in Philadelphia beginning in July, already is 
under way, our own John C. McKeon, president of 
the National Boot and Shoe Manufacturers Associa- 
tion and president of the Palace of Fashion Organi- 
zation having recently tripped the lever that started 
the first pile for the structure on its way into the 
earth. 

The Palace of Fashion, in which will be housed 
the exhibits of the textile, wearing apparel and 
kindred industries, including shoes, will occupy 
fifteen acres or 600,000 sq. ft. of floor space. It 
will cost approximately $1,500,000. Its great dome 
will rise ten stories above the ground in the center 
of the octagonal shaped structure. Under this dome 
will be a huge circular stage 90 feet in diameter, 


on ‘which will be presented continuous fashion Architect’s drawing of the Palace of Fashion at the Sesqui- 


centennial Exposition, and John McKeon pulling the lever 





shows. 





for the driving of the first pile for the building 








Trade-Mark Profits 
and Protection 


O those manufacturers who are 

contemplating the trade-marking 
and advertising, nationally, of their 
products, Trade Mark Profits and 
Protection, a new book on the sub- 
ject by Harry A. Toulmin, Jr., (D. 
Van Nostrand Company, New York 
—$4) will be found most helpful. 
Mr. Toulmin, a member of the legal 
firm of Toulmin & Toulmin, member 
of the bar of the Supreme Court of 
the United States, etc., treats his sub- 
ject in a most intimate and under- 
standable manner. His arguments 
and illustrations are shorn of legal 


verbiage, and the entire work may 
be used as a guide for those who 
contemplate selecting and _ using 
a trade mark, not only for domes- 
tic, but foreign trade as well. He 
lays down rules, nct only for the 
procedure of obtaining trade mark 
registration, but selection of a proper 
trade mark, and methods of adver- 
tising it. His rules are prefaced 
with experiences in the world of 
trade which drive home his points. 
Most instructive to those who are 
not using trade marks are his sug- 
gestions on what a trade mark 
should be, as follows: 
Distinctive and attractive to eye 
and ear. 


Easy to remember because sim- 
ple and short. 
Not like any other mark on a 
similar line of goods. 
Easy to pronounce. 
Easy to strikingly illustrate. 
It should also be easy to re- 
produce and not require expensive 
or complicated art work. 
Eighty-four of the 258 pages are 
devoted to general matter, the re- 
mainder being made up of appen- 
dices made up of laws, forms, rules, 
etc. pertaining to trade-marks. 


but 


“Past performances count; 
not so much as today’s and tomor- 
row’s.”—Forbes. 
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NETTLETON 
| Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y.,-U. S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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Call Pullman Charges 
Unjust 


New Yorx.—The surcharge for 
Pullman accommodations is unjust 
and economically unsound and 
should not be collected by the rail- 
roads, United States Senator Joseph 
T. Robinson, Democrat, of Arkan- 
sas, declared at the dinner of the 
associate membership division of 
the National Council of Traveling 
Salesmen’s Associations at the Ho- 
tel Pennsylvania last week. The 
dinner, the keynote of which was 
“bigger, better business,” was 
tendered to merchants, manufac- 
turers and importers by the sales- 
men. 

Railroads in general are enjoy- 
ing a period of great prosperity, 
with increased earnings, Senator 
Robinson asserted. “My conviction 
is unalterable that the surcharge 
has no foundation in either sound 
economic policy or justice,” he 
added. “Sleeping cars are just as 
necessary to the comfort of trav- 
elers as are hotels and restaurants.” 

Edward A. Filene, Boston mer- 
chant, who was toastmaster, said 
that “big business” benefits every- 
one and should -be supported in the 
public interest. “If we are to suc- 
ceed and prosper as a great indus- 
trial nation,” he said, ‘““we must ex- 
tend the ‘Fordizing’ process as far 
as practicable to all branches of 
business and industry. We must 
extend it especially to the produc- 
tion and distribution of the mate- 
rial necessities of life—to food, 
clothing and shelter.” 

Other speakers were Aaron M. 
Loeb, Frank L. Armstrong, presi- 
dent of the National Council; 
Percy S. Strauss, Samuel J. Bloom- 
ingdale, Bernard F. Gimbel, Lew 
Hahn, Maxwell Copelof, Moses 
Mosessohn, Ramsay Peugnet, Fred- 
erick B. Shipley, J. Dudley Smith, 
Lucius R. Eastman, Henry H. 
Finder and David C. Mills. 

Members of the dinner commit- 
tee were Colonel Theodore Roose- 
velt, Fred M. Lewis, A. M. Loeb 
and F. L. Armstrong. 


At New York Style Show 


EAST WEYMOUTH, MASS.—Horace 
R. Drinkwater and Edwin Clapp 
Lincoln of Edwin Clapp & Son, Inc., 
attended a meeting of the National 
Shoe Manufacturers Association at 
Hotel Astor, New York, on Wednes- 
day, April 14. At the style revue, 
which was a feature of the meeting, 
several examples of Edwin Clapp 
craftsmanship were shown. 
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SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. 
values unsurpassed. Priced 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 

Brockton, Mass. 
Boston Office, 10 High St, Room 3804 
New York Office—Marbridge Bldg. 


Sins 
to 














HAND TAILORED 
HAND LASTED 


BION F- REYNOLDS Co-ne. 
BROCKTON, MASS. 











STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


ay 
THE STETSON SHOE CO., Ine. a9 


Seuth Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 




















LEON WEIC 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg.,New York 


IMPORTED BUCKLES 


From our own Paris Works 





America’s Favorite 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 
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REGISTERED 


The Quality 


Pullman Sh 
RED. Mace TaN 








Swan Shoe Co., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
“Chicago Ofte, Security Bldgs 18 W. 
HIGH GRADE MULES and D’ORSAYS 




















Gardiner Co. Pittsfield, N. H. 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 











EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples eel Free on 
140-142 WEST BROADWAY 
NEW YORK 
Me. 250, $2.50 per 100 Established 1903 
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Petty’s New Bootery Opens 


PITTSBURG, PA.—The “Pittsburg 
Forward” movement recently num- 
bered among its achievements the 
opening of the new Petty’s Bootery, 
an exclusive shoe shop for women, 
located in the Jenkins Arcade. The 
new bootery is the outgrowth of the 
original Petty’s shoe store on Stan- 
wix Street, which was opened several 
years ago for the exclusive sale of 
Stetson and Petty’s handturn foot- 
wear. 

With his past experience giving 
him confidence regarding the possi- 
bilities of the “New York Smart 
Shop” idea in this city, D. F. Petty 
began to plan for this new, bigger 
and better Petty’s Bootery. The dis- 
play windows present a distinctive- 
ness in trims. The floor is richly 
carpeted; the furniture comfortable; 
the entire atmosphere of the store is 
“club-like.” There is a seven-chair 
shoeshine “nook” for the ladies. 

The new shoe store will continue 
to feature Stetson’s “Snappy Ties” 
and Petty’s ortho hand-turned foot- 
wear. Two new lines have been ad- 
ded—Wichert’s, Inc. shoes and Cor- 
ticelli quality hosiery. 

As an opening feature, the Petty’s 
offered during the three opening 
days a pair of Corticelli quality silk 
hosiery, free with every purchase of 
a pair of shoes. 


New Shoe Store 


KANSAS CITY, Mo.—John T. Hood 
and J. R. Craft have leased the store- 
room at 912 Main Street, where they 
will open, an up-to-date family shoe 
store. 

The district between Ninth and 
Tenth on Main Street'is rapidly de- 
veloping as a shoe center. 

Both Mr. Craft and Mr. Hood have 
been in the shoe business for many 
years, Mr. Hood having been in this 
block between Ninth and Tenth on 
Main for the last seven years. He 
recently was manager of the Allen 
Shoe Co., and the National Shoe 
Company. 


New Tannery at El Paso 


Joseph B. Smith, whose address is 
given at the First National Bank 
Bidg., El Paso, Texas, has estab- 
lished a new tannery in that city 
under the name of the Southwestern 
Hide & Fur Co., the company having 
been recently organized and incor- 
porated at El Paso with a capital 
stock of $10,000. Further details 
are not as yet known. 


est Virginia 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Devartment 
WestVirginiaPulp& & Paper ‘ompany 
Detroit New York Chicago 








T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Boston, Mass, 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














shoe patterns 


ARLE SHOE PATTERN CO. 
Se MAIN ST., BROCKTON, MASS. 
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BALLET SLIPPERS—IN STOCK 
of the unusual kind 


ne . Glazed 
Tee 









side co oO 35 
Mics’ 11 eet nals 


SCHWARTE & HERDER, In 
8 in Ballet Manufacture 
241 No. 11th Street - pMamutaceare 











IN STOCK 

SLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
Misses’ 
= 20 pr. 

Childs’ 
$1.15 pr. 





BLOG SHOE CO., INC. 
147 Duane St., N New York, N. ¥. 

















“EL AM’? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM pn ig co. 





Susie: Giller ab eter eied 


; 
WILL BUILD A BIGGER, 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS, 
Write for Agency Plan 
Dr.APoswenr, SHOES, Inc. '*° “Att SRO ABROOdurne we Oe 




















Neiman-Marcus Enlarging 
Store 


DALLAS, TEX. — The Neiman- 
Marcus Co. has just completed ar- 
rangements for enlarging the entire 
store. The shoe department will have 
a seating capacity of 120, with a 
floor space of 6100 square feet. This 
store carries shoes from $12.50 up, 
so this will be the largest high grade 
shoe department in the South. Will 
Griffith confidently expects to do 
at least 40 per cent more business 
when he moves into his new quar- 
ters. 


Wood Back in Business 


WIcHITA FAaLus, Tex.—E. W. 
Wood is back in the retail shoe 
business as buyer of Saul’s Depart- 
ment Store. 





BOOT AND SHOE RECORDER 





John Henry Schinke Dead 


John Henry Schinke, 76, a retired 
shoe merchant of Greenville, Ohio, 
died in the Miami Valley Hospital, 
Dayton, Ohio, March 31, following 
a long illness and two major opera- 
tions. 

Mr. Schinke, born in Germany, 
came to America in 1869 and started 
in the retail and custom shoe busi- 
ness in Ligonier, Ind. In 1882 he 
moved to Pemberville, Ohio, where 
he, together with his sons, operated 
a retail and custom shoe store. In 
1907 he opened a large store in 
Greenville and carried on a success- 
ful business for almost 11 years, re- 
tiring from active life in 1917. He 
also, in conjunction with two of his 
sons, operated a jewelry business for 
35 years. 

He is survived by his widow and 
the following children: Frank and 
William Schinke of Dayton, Mrs. 
Mary Wilson of Chicago, Mrs. Mor- 
ris Beers of Cleveland, Mrs. Fred 
Steffin of Greenville and F. C. 
Schinke, manager of the Walk-Over 
Shoe Store, Indianapolis, Ind. 


“Daddy” Knowles Is $1 
Years Young 


HARTFORD, CONN.—J. F. Knowles 
of the Simmons-Bramhall Corpora- 
tion, known to all the shoe world as 
“Daddy” Knowles, celebrated an- 
other birthday on March 23. Now 
when folks reach the age of 81 it is 
an event.. And when one has lived 
such a useful and helpful life to a 
great industry as has J. F. Knowles, 
the event takes on a doubly increased 
significance. 

And so his wide circle of good 
friends the country over unite with 
the Recorder “family” in wishing 
“Daddy” hearty congratulations. 


A Correction 


It was erroneously stated in our 
issue of April 3, that Thomas J. 
Whalen, 2157 Michigan Avenue, De- 
troit, would be succeeded by his son, 
Martin J. Whalen. The firm will re- 
main under the name of Thomas J. 
Whalen, as heretofore, with Thomas 
J. Whalen as proprietor and M. J. 
Whalen as operator. Mr. Whalen re- 
ports there was some thought of 
changing the name, but a decision 
was made to continue as at present. 


Kinney Co. Remodels Store 


DALLAS, TEX.—G. R. Kinney Co. 
have remodeled the second floor of 
their store, installing a complete 
children’s department with a play- 
room. 
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Iowa Deciding on Con- 
vention Date 


Des MoINEs, Iowa—Ira Welch, 
Secretary of the Iowa Retail Shoe 
Dealers Association, is sending out 
a questionnaire to all of the shoe 
travelers in Iowa, asking when they 
would like to have their next con- 
vention—in February, or March, 
1927. 


New Stores in Southeast 


Shoe Craft, Inc., is the name of 
a new retail shoe store that was re- 
cently opened up at Danville, Va., the 
company having been chartered with 
a capital stock of $10,000. F. W. 
Townes, Jr., 169 Virginia Ave., Dan- 
ville, who has been associated with 
the shoe business in the southeast 
for some years, heads the new firm. 
Associated with him is J. P. Whed- 
bee, also of Danville, Va. 

Another new shoe store that re- 
cently opened for business in the 
southeast was that of the R. B. 
Jones Co. of Boydton, Va., this firm 
also having been recently chartered 
with $10,000 capital. R. B. Jones, 
F. C. Bedinger and others, are the 
incorporators named. 

Other new firms opening for busi- 
necs recently and handling shoes 
among other mercantile lines, in- 
clude the store of Dollar & Brown, 
Inc., at Monroe, La., this company 
chartered with $20,000 capital by 
J. C. Dollar, 1810 St. John Street, 
Monroe, and others. And the Tyson- 
Lang Co. of Farmville, N. C., or- 
ganized and incorporated with $25,- 
000 capital, opening a new store at 
that place this month. The incor- 
porators of this company named in 
the charter application were T. W. 
Lang and V. A. Tyson, both of Farm- 
ville, N. C. 


New Shoe Stores 


Seale Style Shoe Store, Miller 
Ritter Bldg, Huntington, W. Va. 


Robert Jacobson, Front and 
Church Streets, Catasauqua, Pa., 
shoe department. 

Carl Webber, Union, Mo. 

Pollock’s, 119-21 South Ohio 


Street, Sedalia, Mo., shoe depart- 
ment. 

Norman Kronick, 25 State Street, 
North Adams, Mass., shoe depart- 
ment. 

Nisley Shoe Store, 816 Calhoun 
Street, Fort Wayne, Ind. 

Martin’s Army & Navy Store, 
5359 Long Beach Boulevard, Long 
Beach, Calif» 

Golden Rule Co., Miller, S. D., 
shoe department. 
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The Tudor Tie 


Speedy and Safe. 


Popular in all over Patent—Patent with 
Novelty Leather Trim—Colored Calf and 
Colored Kid with Harmonizing trim or all 
over Novelty Leathers. 


Made “The. Sherwood 
Way” in 10 to 20/8 heels. 
Medium or round Toes. 





PHILADELPHIA 
Mr. Schoell, 119 So. 4th 8t, 
LOS ANGELES 
R. L. Wall, Lankershim Hotel 


NEW YORK CHICAGO 
Mr. Lobatto, Barclay Bldg. Mr. Le Pine, 1618 Republie Bldg. 
OAKLAND, CAL. 
Mr. Kushins, care Roos Bros. 


SHERWOOD SHOE CO. 


SMART SHOES 


ROCHESTER, N. Y. 
> LON 


SA AS PN \ 








that will interest 
every visitor to 


NEW YORK 


TRIP to New York does not mean big expenses 

—if you stop at the popular Hotel Martinique. 

In the very centre of business activity, the Mar- 
tinique offers clean, cheerful accommodation to the 
discriminating traveler who wants comfort and con- 
venience without extravagance. 

Rooms as low as $2.50 per day. 
Special Restaurant Service at most 
moderate prices. 

It will pay you to investigate— 
and we'll welcome the opportunity 
to prove these facts to you. 

A. E. Singleton 
Resident Manager 


HOTEL 
MARTINIQUE 


th Hotel McAlpin 
BROADWA Y—32nd to 33rd STREETS 


NEW YORK CITY 








LOOK THESE OVER! 


Narrow stays and strippings 
are in popular demand 


Plain 4” Stripping 
No. 7 Double Serrated 


No. 189 Double Scallop 


No. 2 Double Scallop 


When you want to know the latest styles for 
shoe trimmings, ask— 


HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt”’ 
Haverhill Street 


BROCKTON, MASS. 








When writing to advertisers please mention Boot anp SHoe RecorvEr 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITION OR LINE WANTED—Four cents per word for eack 


Recorder rates for space less than one-eighth 


page per issue: 


Bpace 1 time 
1 in. .....$5.00 


2 in......10.00 
3 in......15.00 
ae 20.00 








Ttimes 13times 26 times 63 times 
$4.00 $3.50 $3.00 $2.60 


8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 





advertisement an 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 







jum amount accepted, seventy-five cents. For 
vertisemen 


other ‘‘Want’’ ad ts, cents per word for each 
um it accepted, 
Ads under these headings will be received at the Boston of the 


desire replies forwarded direct to 


their address, each word of the address must be counted in the 
d paid for accordingly. 
ased allow 45 words to inch. —— to ads must be sent under 
letter postage. 


When display space is 





Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
Monday of the week of publication in order that advertisements be pubiished same week. 


Otherwise insertion will be put over to the following week’s issue. 





























SALESMEN 








WANTED 


SALESMEN WANTED 


SALESMEN WANTED 

















A St. Louis Manufacturer of Men’s Popular Price Dress Shoes (‘Welts) 


has the following 


No. 1—California 
No. 2—Minnesota 
No. 3—Nebraska 

No. 4—Iowa 

No. 5—Kansas 


eare Boot and Shoe Recorder, 1627 Locust St., St. Louis, Mo. 





WANTED—SALESMEN 


territories open: 


No. 6—New York State 

No. 7—Rocky Mountain States 

No. 8—Arizona, New Mexico and 
West Texas 

No. 9—Mississippi 

No. 10—Chicago and District 


and The Dakotas 


Apply with references to C-S4, 











WANTED—Live wire shoe salesmen familiar with volume buyers cover- 
ing New England, New York State, Louisiana, Virginia, Middle West terri- 
tories, selling chain store, and retail trade, catering to Women’s up to the 
carried in stock to sell at popular prices. 


minute novelties 


WANTED 


‘ quired. Only high grade men need apply. 


WASSER-ABRAHAM CO. 
207 Essex St., Boston, Mass. 


References re- 

















A REAL OPENING 


For a volume man to sell from an 
established manufacturer, a better 
line of Leather, Satin Brocades, 
and Felt Slippers; also Stitchdown 
Shoes, Oxfords and Sandals. Draw- 
ing account against commission. 
Territories open, Middle West, 
South and Northwest. Unlimited 
Sgn for sient party. Give 
1 details in first letter—age, ex- 
perience, yearly sales and refer- 
ences. Strictly confidential. Ad- 
dress C-87, care Boot and Shoe 
arom, 207 South Street, Boston, 
ass. 




















WOULD YOU IF YOU COULD? 


Have a snappy factory line of women’s novelty McKays selling to dealers at 
popular prices—and for immediate delivery on an attractive commission basis? 
Perhaps you could if you would write to C-92, care Boot and Shoe Recorder, 


207 South Street, Boston, Mass. 








SALESMEN WANTED 


To sell strong line Women's medi- 
um priced novelty shoes, carried 
in stock. Liberal commission basis. 
Excellent opportunity for right 
men. States wanted covered are 
Alabama, Arizona, Minnesota, Ne- 
vada, Louisiana, Missouri, New 


Mexico, Utah, Wyoming, So. Caro- 
lina, No. Carolina, o. Dakota, 


Wisconsin, Michigan, Kentucky, 


Virginia. 


Write Box C-85, Boot and Shoe 
Recorder Publishing Co., 207 South 
Street, Boston, Mass. 




























WANTED: 


Salesmen desirous of making good 
money to carry one grip of Men’s 
Medium Priced Dress Welt Shoes, 
Western Made, as side line. Line 
consists of eight. young men's 
snappy styles in latest shades, in 
addtion to fourteen staple numbers, 
all carried in stock. 7% commis- 
sion—no advancements other than 
fifty per cent of commissions 
weekly. Following territories open: 
Arizona, Connecticut, Delaware, 
North and South Dakota, Idaho. 
Maryland, Massachusetts, Western 
Michigan, Minnesota, Oregon, 
Pennsylvania, Montana, Nevada, 
Ea. New Hampshire, New Jersey, 
New York City, Southern New 
York, Ohio, Washington, Northern 
and Central Wisconsin, Rhode 
Island. Give references in first 
letter. C-93, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 








SIDE LINE SALESMAN 


Wanted for territory East of Pitts- 
burgh and West of Mississippi 
River to carry short line of stitch- 
down Men’s House Slippers and 
Light Weight Novelties. Fall busi- 
ness now awaiting your call. Line 
going good in Middle West and 
South. 7% commission. THE BIG 
“K” SHOE CO., 426 West 4th St., 
CINCINNATI, O. 














WE have several openings for side line shoe 
“¥ salesman. Our side line consists of shoe 
ribbon novelties, rhinestones, leathers and 
buckles, etc. When writing give us full details 
in your first letter. Address C-52, care Boot 
and Shoe Recorder, 189 W. Madison St., Chi- 
cago, 





ALESMEN WANTED—Experienced men, 

must have following to sell our complete “Tom 
Boy” factory line of Infants, Child’s, Misses, 
Little Gents and Youths, Three Sole Process, 
Stitchdown Shoes. Seven per cent commission. 
For Illinois’ (except Chicago), Indiana and 
Minnesota. In stock department. Side line 
arrangements considered. Herbst Shoe Mfg. 
Co., Milwaukee, Wis. 





WANTED —Salesman to carry side line Men’s 
Goodyear Welts to retail at $5.00. South- 
ern ard Western territory open. Straight five 
per cent commission. State what lines now 
carrying. Must have established trade and 
best of references. Address C-89, care Boot 
and Shoe Recorder, 207 South §t., Boston, 

ass. 
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SALESMEN WANTED 





The salesman we want 


The salesman we want isn’t ac- 
customed to merely taking orders, 
but to study the interests of his 
customers and sell them shoes ac- 
cordingly. He is a man who com- 
mences by selling his firm and 
what it stands for to the customer 
before he shows him any shoes. 
He’s a man who recognizes the 
interests of the firm he is working 
for, and the merchants he is serv- 
ing, and that he will prosper 
accordingly as he serves both in- 
terests. He referably knows 
Chicago and Middle West _ retailers 
of good shoes for men. We shall 
naturally expect him to be clean 
in his habits, industrious and hon- 
orable, and shall require references 
from his past connections. Also 
give salary or other compensation 
details expected. 


Address C-95, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 











RESIDENTIAL SALESMEN WANTED with 
established trade to carry an_ established 
line of Men’s and Boy’s welts and Misses’ and 
children’s McKay Stitchdowns. It is optional 
to carry the entire or part of line. Commis- 
sion basis. Address C-86, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





MANUFACTURER of Women’s Medium 
Priced Welts desires resident salesmen 
throughout the country. Eight per cent com- 
mission and yearly bonus. Twenty-five num- 
bers carried in stock. Side line if desired. 
Address C-90, care Boot and Shoe Kecorder, 
207 South St., Boston, Mass. 





SALESMEN WANTED—To sell the A. B. C. 
line of infants and children’s fine turn and 
Genuine Goodyear welt shoes in west, middle 
west and southwest territory on a commission 
basis. Ketner, Krater & Co., Orwigsburg, Pa. 





SALESMAN to carry a short line of medium 
grade children’s shoes. Must be well-known 
to the trade and cover territory thoroughly; 
West, South and Middle States territories open. 
Please furnish complete information in_ first 
letter. Straight commission basis. a 
Malott Shoe Co., Manufacturers, 1915 N. 
Girard St., Chicago, Ill. 





LORIDA, Georgia, North Carolina, South 

Carolina, Kansas, Iowa, Nebraska, Illinois, 
Indiana, Wisconsin, Michigan, Massachusetts, 
New York, Connecticut, Rhode Island, New 
Hampshire, Vermont, Maine. Above states 
open. Side Line Children’s Turn novelties, 
priced to sell. Straight 7 per cent commission 
only. Lines now ready. Schuylkill Shoe Co., 
Orwigsburg, Pa. 





FOR LEASE 








Attention, Chain Store Shoe 
Operators! 


For lease—shoe department on main floor 
of the most ular department store in 
a Central Illinois town of about 40,000. 
Address Box C-94, care Boot and 8 
Recorder, 189 W. Madison St., Chicago, 
Til. 











MR. SHOE DEALER: 


business, past five years buyer and manager 
handle advertising, trim windows, etc. 


South St., Boston, Mass. 


We know of an experienced shoeman, married, age thirty years, twelve years in the shoe 


Has handled foot-comfort department successfully. 
Here is just the man you are looking for to relieve you of detail work. 
shortly. He desires to make a change. Address ©-91, care Boot and Shoe Recorder, 207 


-sized shoe store. Can adjust complaints, 


His contract expires 














Fifteen Years’ 
Experience 


Nine years of selling on the road, six 
years ae proprietor of my own retail store 
have given me an intimate knowledge of 
the trade from the standpoint ef both 
retailer and wholesaler of shoes. I have 
recently disposed of my business and am 
epen for a connection as buyer for a de- 
partment store or as traveling representa- 
tive for a reputable manufacturing con- 
cern or wholesaler. Please address in- 
quiries to Box P-56, care Boot and Shoe 
Recorder, 616 Perry Blidg., Philadelphia, 
Pa. 











EXPERIENCED shoe man wishes to connect 
with a reliable manufacturer as salesman 
for New York City and vicinity. Address 
N-553, care Boot and Shoe Recorder, 239 W. 
39th St., New York. 








WANTED TO PURCHASE 








ATTENTION 
SHOE FACTORY WANTED 
IDEAL LOCATION 
PLENTY SKILLED AND 
UNSKILLED HELP 
CLARENCE G. SMITH 


McSherrystown, 
Adams Co., Penna. 

















FOR RENT 





FOR SALE 


FOR SALE—A complete equipped women’s 
welt and McKay shoe factory in a New 
York State shoe center. Doing a good busi- 
ness; best of reasons for selling at an extremely 
reasonable price. Correspondence confidential. 
Address C-56, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








NATIONAL Cash Electric Register, two 

drawers, for sale. Designed for shoe store, 
registering size, width and stock number. Cost 
$800—-sacrifice at $400. Telephone Union 3123 
between _ 8:30-9:30 in the morning, or write 
P. McKeon, 89 Bergenline Ave., Union 
City, N. J. 





FOR SALE—A profitable shoe business estab- 
lished fourteen years in Toledo, Ohio. Stock 
about twenty thousand. Will sell at a sacri- 
fice. Address C-88, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOR SALE—Grand Rapids mahogany shoe 
fixtures, used only two years. 15 section 
interchangeable center shelving for men’s or 
women’s shoes. 20 section wall shelving, to 
match. Ten panel ends, 12 mahogany fitting 
chairs, stools, window fixtures, etc. Will take 
half price. Quitting business, immediate ac- 
tion necesary. Wire for particulars. Ray- 
McKinney, Second and Main, Pueblo, Colo. 








FOR RENT 


FOR RENT—Storeroom in Lancaster, Pa. 

14 ft. wide, 38 ft. long, can be made 60 

ft. long by removing partition. Good loca- 

tion on Main street. Rent $275 per month. 

Four year lease. Will rent to ~ responsible 
ple only. Wills & Co., 32 Penn Square, 
nceaster, Pa. 








DESIRABLE sample room space to sublet, 
preferably shoe or kindred line. Address 
N-554, care Boot and Shoe Recorder, 239 W. 
39th St., New York City. 





tails address 





You Can Rent This 


Office and Sales Room in the 
Heart of New York’s Shoe District 


An unusual opportunity to sell and display one entire line or 
two non-competing lines in a light, convenient location. For de- 


C-64, Care Boot and Shoe Recorder 


239 West 39th Street, New York, N. Y. 














LINE WANTED 


TURN LINE WANTED FOR FAR WEST- 
ERN TERRITORY. I cover the best re- 
tail trade from Denver, I am desirous 
of securing representation of a line of Brooklyn 
turn shoes for the Coast territory on a com- 
mission basis. I make four trips yearly from 
Denver, west to the Coast and can do a good 
business on a snappy line of Brooklyn turns 
as I have an established contact with the best 
merchants in my territory. -Best of references 
furnished and i For further particu- 
lars, address Box C-75, care Boot and 

Recorder, 207 South St., Boston, Mass. 





BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 











FORT WAYNE, INDIANA 


Wants a Shoe Factory. Our survey shows we have labor and natural facilities for this kind 
of industry. We have some real inducements. Will be pleased to give details to anyone 
interested. Address, E. W. Puckett, Industrial Commissioner, 1208 First 


National Bank Bldg., Fort Wayne, Indiana. 
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LINE WANTED LINE WANTED MISCELLANEOUS 








WE WANT GENERAL LINES —— 


ONKEN 
of medium priced shoes for States of Ohio, Michigan, Illinois and Indiana. s.. Display Fixt 


ires of Quality 
We have office at address below from which our salesmen travel. Strictly * 
commission. If interested write MICHIGAN DISTRIBUTING COMPANY, 


525 Woodward Avenue, Detroit, Michigan. 








LABELS WANTED TO PURCHASE 











RIP ICH SOR IOH ION: 


hr : 
Shoe Carton 


HIGHEST CASH PRICES PAID ‘ 
for entire shoe stocks. We - a Made Only of Wood 
for all lines 


Se any Eta 
confiden Bata’ ed 5 ; 
436 Grand Street; New York City Send for Catalog 


We also purchase clothing, hats, fur- Tue Oscar Onnxen Ca 

nishing goods, etc. Dry Dock 0353 13 Ww. FOURTH $v. 
CINCINNAT?, O 

retat Riatures or row Canes 

- 7 


CASH PAID (ONK END 

Oar sptco sve pants ot cerans Winsn Ms 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


904304. 


HICH! 














DOO 904 904.900 90%-304-90%. 



































Milbradt 


SHOE CARTO f THE NEW YORK EXPORT : Ladders 
‘ NS 

AN we PURCHASING CORPORATION : 
LABELS 596 BROADWAY, NEW YORK, N. ¥. : it. Ge 0 tien 
for the exclusive shoe trade by the original in- 

ventors. 

Made in all styles 
to suit any sh¥iving 
condition. A 


; Get our prices before 
placing your order 








PRICE-SERVICE-OUALITY 
THAT SATISFY 











se) § Oe 





pOE. CA ae ee LUSIVEL: 
a role erages Ee USIVELY’ 
& $ '> LEXINGTON AVE 
BROOKLYN N.Y 
2 40 CAR 


CASH PAID 


for tine Sai oe, weal, St, ot a 

oes or for other me le 2 
eee i d - anufacturing Co. 

sentative io Investigate and ‘mae 2416 Ne. 10th Stret 


offer upon request. ST. LOUIS, MO. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


WOVE WN ~ MISCELLANEOUS 


SHOE 
LABELS WINDOW 


The DISTINCTIVE and DISPLAY 
PERMANENT MARK FIXTURES 


F.H.KLUGE Made by 
WEAVING CO. Segall & Sons 


33-39 W 347TH ST. NWY.C. 


Phone WISCONSIN 8130 933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 
































[ipl 
ie 
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MISCELLANEOUS 








~ IMPORTED CUT-STEEL 
BUCKLES 


IN-STOCK for Your 
Immediate Needs 


Prices $1.00 to $5.00 per pair 
Also exclusive designs up to $20 


’ Always 


* Sample assortment and prices gladly sent 
, on request 


Waverly Shoe Trimming Co. 
151 Vanderbilt Ave., Brooklyn, N. Y. 








—~SNAKES-— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE Co. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 








CUT STEEL 
BEADED BUCKLES 


Wide Variety 
Send for sample selection 
PumapetpHia SHoe Novetry Co. 
Manufacturers 
1210 Ne. 7th St., Philadelphia, Pa. 














IDEAL ROLLING 
LADDERS 

















are 
25% Cheaper 
and Guaranteed 
Write for Oatatog 
Gaccess Furniture 


‘ Corp. e. — 











Task 
Andre. 








with Richardson- 
Crockett 


The Richardson-Crockett Shoe Co. 
of Nashville, jobbers covering the 
Southeastern territory, announces 
the appointment of J. A. Andrews to 
cover Mississippi and a part of Ala- 
bama. Mr. Andrews has been a 
choe traveler in the Southeast for 
some years and is well known to the 
trade. 


BOOT AND SHOE RECORDER 


Northwestern’s Ladies Aux- 
iliary Elects Officers 


The Ladies Auxiliary of the 
Northwestern Shoe Travelers As- 
sociation, has elected the following 
officers for the ensuing year—presi- 
dent, Mrs. Arthur W. Luft; vice- 
president, Mrs. George M. D. Posey; 
secretary, Mrs. H. Thorsen; enter- 
tainment—Mrs. C. Hobert Kennett; 
sick committee, Mrs. George San- 
ders; sewing, Mrs. Claud Sheldon; 
board of directors’ incoming officer, 
Mrs. Henry Nylander; publicity, 
Mrs. Irving F. Staps. 

It was voted to continue along the 
same lines of work as during the 
past year, during which time 54 gar- 
ments were made out of new ma- 
terial and given to worthy poor 
families. The spring meetings held 
at the homes of the members, will 
be brought to a close with a noon- 
day luncheon at one of the leading 
hotels. During the summer, there is 
a “get-together” meeting which takes 
the form of an all-day picnic at one 
of Minnesota’s ten thousand lakes. 
Each member is entitled to bring 
her family. In the fall, at Thanks- 
giving time, the charity ball is 
given, making it possible for the 
auxiliary to buy materials for gar- 
ments, as well as to furnish the pro- 
visions for Christmas baskets. 

The Northwestern Ladies Auxil- 
iary has been is existence for some 
years. It is in a flourishing condi- 
tion and each year adds several new 
members. 


Lindsay Sells A. G. Walton 
Line 

W. R. Lindsay, with headquarters 
at 82 Lincoln Street, Boston, is in 
charge of the A. G. Walton Co.’s 
Boston office. Mr. Lindsay attends 
to tle visiting trade. He has a wide 
circle of friends the country over. 
Mr. Lindsay has been identified 
with the A. G. Walton line for the 
past twelve years. He first learned 
all about the construction of these 
shoes by working in the factory and 
then graduated as a salesman, with 
particular jurisdiction over the 
New England trade—Boston and 
suburbs. All A. G. Walton shoes 
are carried in stock and many of 
the buyers come in twice a week to 
get the new numbers. 

“The little folks like oxfords 
these days,” said Mr. Lindsay in a 
recent interview. “They are get- 
ting more fashionable all the while. 
We have recently added a new line 
of women’s flexible McKays.” 

Mr. Lindsay is a believer in sales 


117 


stimulating literature. A visitor to 
his office will find many clippings 
from newspapers and trade jour- 
nals pasted above his desk. Among 
them is “The Salesman’s Creed,” 
published in this week’s “Shoe 
Traveler Department.” 


Murray-Dibrell Increase 
Sales Force 


The Murray-Dibrell Shoe Co. of 
Nashville, jobbers covering the 
Southern territory, announces the 
appointment of three new salesmen 
and the opening up of additional 
territory. The new men are “Dave” 
Pearce, who is covering the Ala- 
bama territory east of Birmingham, 
with headquarters at that city; and 
W. H. Hyder, who is covering a part 
of the Tennessee territory, with 
headquarters at Harriman, Tenn. 
The new territory opened is in 
Florida and is being handled by R. 
D. Guthrie, who is making his 
headquarters at Jacksonville. E. E. 
Hargroeder, who started on the road 
selling shoes for this company some 
thirty years ago, but has since been 
traveling for shoe firms in Manches- 
ter, N. H., and St. Louis, is the third 
new man added to the sales force, 
joining the Nashville company 
again. 


Printon Takes New Line 


Robert (Bob) Printon, of Nash- 
ville, Tenn., one of the oldest shoe 
salesmen in the southeastern terri- 
tory in point of service, has recently 
taken on the line of shoes made at 
Nashville by the Jarman Shoe Co., 
and is now handling this line in his 
territory in the Southeast. 


Wisconsin Travelers Get 
Together 


The Wisconsin Shoe Travelers’ 
Association held a meeting at Mil- 
waukee recently at which the new 
N. S. T. A. group insurance feature 
was discussed. August Hoefs of the 
Jung Shoe Co., and Charles A. Dach- 
steiner of The Rich Shoe Co., were 
admitted to membership. President 
L. L. Imig presided. 

Among the members present were 
“Chris” W. Johnson, John U. Leuen- 
berger, “Louie” C. Becker, Leo 
Brandenburg, John Kowalski, R. A. 
Kuehne, W. C. Neubauer, “Charlie” 
Roussy, Milton Meissner, Warren B. 
George, F. H. Mierendorf, Stanley 
Voelkel, Adam Meisenheimer, and 
Charles A. Dachsteiner. 
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USC 
THE QUALITY BOX TOE 


























TRADE MARK 


kes tic is durable and flexible, insuring long life for 
the box toe and perfect toe comfort for the wearer. 

§ Will: not soil delicately-colored stockings. It is water- 
proof and sweatproof. 

4 Celastic fuses the upper, lining, and doubler into one 
unit ; reproduces exactly the lines of the last, and 
leaves no ridge across the tip line. 

§ Box Toe problems simplified and better shoe making 
assured. 

4 Manufacturer, retailer, and consumer all benefit when 
Celastic Box Toes are used. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Br TA Bs Wee ccsvesceses 37 Warren 
i i 221 North 13th 
0 M 
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xX 
Our Regular $4.50 Terrie Pumps! 
Ever see a value that came 
within cannon-ball range of this? 


Terrie Pumps 
He. O688—Povchment, bi, 0/8 Full Lovie $360 


No. .6434—Gray kid, 18/8 Full Louis heels, 
A to C widths. 


No. 6437—Patent with Pearl Gray kid quarter. 


No. 6435—Patent with Parchment kid quarter. 
No. 6447—All Patent Leather with rin 


kid stripping. 


== der now before 
the big “‘bar- 


rage’ gets un- 


all kid quarter lined—guaranteed perfect in fit- 

ting quality. 

We reserve the right to limit quantity to any 
one customer. 


No. 6436—All Black Satin with satin strip- $ 50 Fire” your or- 
ping, 18/8 Full Louis heels—widths A to C— 








These fine Values ask no quarter—and give none— 
Back of these values stands quality—Back of this 
quality stands a golden rule manufacturing policy 
that does not tolerate the slightest variation from 
high standard of workmanship. 











cpomemnererer tomer 


59 Lincoln Street 
Boston, Mass. 


135 Bush Street 


San Francisco 


Manufacturers and 
Distributors 


ee 


itis ; ~ Terms: 2% ¥ 
in Poy ood & m 10, Net 30. 
a day- your & F. O. B. 
order is on §& eee 
the way 
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